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KELMAN BROTHERS MANCHESTER MASS 


How you can profit by the way 
your grocery man does business 


Your business has a lot more in common with Jell-O 
and Rinso today than ever before. Today, a good 
500% of the dollar volume sold through building sup- 
ply outlets is in nationally advertised and branded 


merchandise. 


Your business is rapidly shifting over from job- 
lot, individual-negotiation selling to the same kind 
of retail operation as you see in your local grocery 


store. 


National advertising...and LIFE... 
are now your partners 


In this new scheme of things, national advertising ts 
a great help in moving the products you carry. 
And advertising in LIFE is the greatest help of all 
for LIFE has by far the biggest audience of any 
magazine. Every issue reaches 11,880,000 U. 5. 
households*—one out of every four households in 


city after city, town after town, 


How “Advertised-in-LIFE” builds 
business for you 
Time after time, year after year, merchants in al- 
most every field have demonstrated that—when 
they use “Advertised-in-LIFE” display material to 
tell people they carry LIFE-advertised goods—they 
make more sales and make sales more easily. 

Find out how you can do the same thing when 
you make LIFE your partner in the retail end of 
your business. For full information, write to Robert 
Blackmore, LIFE, 9 Rockefeller Plaza, N.Y. City. 
*Source: A Study of the Household Accumulative Audience of LIUk E 

1952), by Alfred Politz Research, Inc 


First in circulation 
First in readership 
First in advertising 
revenue 
9 Rockefeller Plaza, N.Y. 20, N.Y. 
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SO FEW PARTS DO SO MUCH 


KWIKSET’S “400” line 
lock parts are precision 
manufactured from brass 
stampings and pressure cast 
from Zamak No. 5, the 
exceptional zinc alloy that 
was developed after 20 years 


of metallurgical research. 


The dependability of these 





modern materials and 


methods has been proven 





vy. 4) by the more than 
18,000,000 KWIKSET 
locksets now in unconditionally 


guaranteed service. 
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KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 


THE ONLY GYPSUM INSULATING 
LATH YOU CAN IDENTIFY IN PLACE 


One More Reason for Specifying BEAVER Insulating Gypsum Lath 


To make your job a little easier when check- Beaver Insulating Gypsum Lath, with alumi- 
ing construction on a lathed-out building, um foii back, provides an effective barrier 
Beaver Insulating Lath, as shown, is clearly against heat, cold, vapor and fire. It is 
marked on every piece. It is there for positive strong—crack resistant; will not swell, buckle 
identification. It is a quick, sure way foryou oF shrink. It provides a perfect plaster base. 
to tell insulating lath from regular when the It combines in one product a highly efficient 
Jath is in place and to make certain that speci- reflective insulation and vapor barrier with 
fications have been followed. It is a feature all the advantages of well-known Beaver 
that only Certain- teed’s Beaver Insulating Gypsum Lath. Whenever you specify insulat- 
Lath offers you. ing lath, make certain it is Beaver Lath. 
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Certain teed ) Lf ASPHALT ROOFING © SHINGLES ¢ SIDINGS © aspestos CEMENT ROOFING AND SIDING SHINGLES 

Annan 2, a tf nN a (LY CYPSUM PLASTER © LATH # WALLBOARO © ROOF DECKS © ACOUSTICAL TILE # INSULATION FIBERBOARO 
BUILOING 
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People today are value-conscious. More than ever before, home 
owners, contractors and architects want to know what they are 
getting in building products. Curtis Silentite Windows give a 
complete answer to their questions. First, the Curtis Certificate, 
issued to the home owner or builder by the Curtis dealer, is a 
guarantee against manufacturing defects in materials and work- 
manship in any Curtis product over which Curtis has control. 
Second, the Curtis name and reputation—famous for fine wood- 
work since 1866—assure the very latest advances in window 
weathertightness, easy operation, beauty and economy. 





What hind of windows should I use in my home 7 @ 
rs 


People today are hungry for information on where and how 
to use different types of windows. Curtis Woodwork dealers 
can offer the right wood windows for every room in the 
home. Picture windows. Double-hung windows. Casements. 
Panel windows. Awning windows. Circle windows. Base- 
ment windows. A complete line of pre-fit wood window 
units for every purpose. 





























you can answer both questions... 
at a profit...with 


CURTIS SILENTITE WINDOWS! 


Curtis Silentite Windows are leading the trend towards window 
value and variety. And Curtis dealers everywhere are cashing-in! 


CurtiS 


CURTIS COMPANIES SERVICE BUREAU App h s 4 ye 
Clinton, lowa 
A Department of Curtis Companies Incorporated © SILE NTITE 


PRe-s 
Clinton, lowa @ Wausau, Wis. © Chicago, Ill. © Sioux City, lowa the Insulated window 
Lincoln, Nebr. © Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. 


(To obtain more data on advertised products see page 79) October 19, 1953, AMERICAN LUMRBERMAN &% 





NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


LESS STARTS DURING THE REMAINDER OF 1953. Last year home starts during the 
final four months of the year were very strong - 360,000 units. Builders 
are now rather sure 1953 will see but 300,000 in the last four months - 
about a 15% decline over a year ago. Based on this estimate starts 
would reach 1,069,000 homes this year. 


CONTRACTOR COMPETITION INCREASING. The recent survey of the Associated General 
Contractors revealed that competition for new business is the greatest 
Since before World War II. The situation is forcing lower bids on jobs, 
crosSing state lines, entry into different contracting fields (home 
builders going into commercial construction, for example. ) 


THERE GOES MR. COLE AGAIN, Federal Housing Adminstrator Albert Cole is once again 
staging "shirtsleeve" conferences in the larger cities. Bankers shake 
their heads over liberalized loans and the builders howl like banshees. 
Shaping up a housing program for submission to Congress is a thankless 
task - let's admit it and wish him well. 

EISENHOWER APPOINTS HOUSING ADVISORS. The President's recent naming of a 21 
man committee to develop recommendations on the government's role in 
housing is highly important. FHA, VA, FNMA, PHA and the like are all on 
trial. Significantly bankers made up most of the group. 

FIRM DATA ON HOME IMPROVEMENT MARKET. New figures from the Federal Reserve 
show that last year about 12 million families spent at least $50 on their 
homes = comes to about $6 billion. Title I loans hit about $900 million, 
contrasted with $700 million in 1950. 

TEXAS DEALERS ARE ASKING FOR A REVISED TITLE I. The Texas Lumbermen's Assn. has 
contacted their senators and representatives for a new Title I that 
goes to $5,000, extends payment for seven years and removes the restriction 
that loans can be used for only repairs and remodeling. 

MINIMUM INVENTORIES ARE CUTTING SALES. Building material dealers are frankly 
admitting that their low inventories of the past two months has begun 
to lose them many sales. Good example, hardwood plywood where limited 
Stocks are running squarely into brisk consumer demand. 

TENNESSEE GRADE MARKING FRAMING LUMBER. Effective Oct. 1 all framing lumber on 
FHA construction in Tennessee must be grade marked. Memphis dealers are 
credited with initiating the program to protect buyers of lumber. Something 
to watch. 

LABOR SUPPLY IN BALANCE, The U.S. Department of Labor has said that in 182 
key labor markets 103 have labor surpluses, 76 are “balanced" and only 
3 now have shortages. In recent months the labor supply in some areas 
has begun to move ahead of labor requirements. 

FAST SETTING WOOD GLUE. A new, quick-setting, strong industrial adhesive, 
requiring only 10 minutes from clamping to machining, has been developed. 


A generous sample of Colpres 10-B is available from TECO, 1319 18th St., 
N.W., Washington 6, D.C. 


(continued on next page) 
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NEWS 


Forecast Slight Dip in ‘54 Building 
With Volume 22% Below This Year 


Engineering News-Record this 
week predicted that construction 
volume in 1954 will total $13.9 bil- 
lion, or just 212% below the level 
for this year. 

Private housing, at the same 
time, is expected to fall off 11% 
to $3 billion, while industrial build- 
ing will decline 5% to reach $2.5 
billion. 

A break-down of next year’s 
volume, Engineering News-Record 
said, shapes up as follows: 

Private construction — $7.7 bil- 
lion; state and municipal works— 
$5.1 billion, and federal projects, 
$1.2 billion. 

Meanwhile, it is estimated that 
1953 awards will come to $14,337,- 
000,000—-a 9% drop from record 
1952, but still the second largest 
in history. 

There will be enough money 
available in 1954 to finance the 
expected volume of building, the 
trade magazine said. 

“The cost of borrowing money 
will be no higher and may be low- 
er than it has been in recent 
months. A mild recession would 
have little effect on the amount of 
money available because the vol- 
ume of money flowing to investors 
declines quite gradually as busi- 
ness slows down.” 


U.S. Distress Mortgage 
Solution Seen Near 


Savings bank and _ insurance 
company men say that the problem 
of $2.2 billion of distress mort- 
gages—largely offerings of Gov- 
ernment guaranteed mortgages at 
prices below par — is being eased 
by the rise in Federal securities 
prices. 

That rise has now gone far 
enough to let banks and insurance 
companies to swap government 
securities for discount mortgages. 

Volume of offerings of guaran- 
teed mortgages at prices under par 
has increased steadily since the 
Federal National Mortgage Asso- 
ciation ceased all but nominal sup- 
port of them. The association holds 
nearly $2.5 billion of such paper, 
not including the commonly ac- 
cepted area of “distress mort- 
gages.” 

Varying Rates 


The distress mortgages are of- 
fered at from 95 to below 90, de- 
pending upon whether they bear 
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4%, or 444% interest. One large 
New York savings bank now has 
a deal pending involving purchase 
of some 442% mortgages at 93. 

With Government bonds now re- 
covered 3 to 4 points from their 
lows, a vast opportunity is opened 
to savings banks and insurance 
companies to “swap” various de- 
preciated Government bonds for 
higher yielding mortgages that are 
equally or more than equally de- 
preciated. 


Building Rises 
Slightly in Canada 


The Bureau of Statistics esti- 
mates that construction work in 
Canada this year will increase in 
both value and volume. The annual 
report on construction forecast a 
1953 total of $4,458,000,000, a 7% 
gain over the preliminary figure of 
$4,088,000,000 for 1952. The 1953 
expenditure represents an increase 
of 19% over actual construction 
spending of $3,661,000,000 in 1951. 

In volume terms, the Bureau 
estimates this year’s construction 
program will show an increase of 
3.9% over 1952 compared with a 
jump of 6.2% in 1952 over 1951. 


More Competition 

The Bureau said that its 1953 
estimates of value and volume 
show the smallest increase since 
1946. 

“Evidence of this appears in the 
keener competitive bidding of re- 
cent years and in the easier supply 
situation currently in existence 
with regard to both labor and ma- 
terials.” 


Devlin New Director 
For Plywood Jobbers 


Charles E. 
Devlin is the 
new managing 
director of the 
National Ply- 
wood Distribu- 
tors Associa- 
tion. The an- 
nouncement was 
made by R. C. — 
Whitmeyer, ©. E. Deviin 
president of the jobber group. 

Devlin was director of publicity 
and later managing director of the 
Douglas Fir Plywood Assn., from 
1938 to 1949. Later he was with 
the Simpson Logging Co., Seattle, 
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AUGUST SALES of retail establishments 
totaled $14.2 billion. This reflected a dip of 
1% from July's total, but was 5% above a 
year earlier. 


and Northwest Door and Plywood 
Sales, Inc., Tacoma, as a sales ex- 
ecutive. He will make his head- 
quarters in Chicago. 


Eisenhower Appoints 
Group to Study Housing 


President Eisenhower has creat- 
ed a 21-member advisory commit- 
tee on Government housing policies 
and programs. 

Mr. Eisenhower set up a five- 
man executive committee under 
Mr. Cole, HHFA Administrator. 
Members of that unit are: 

Aksel Nielsen of Denver, presi- 
dent of the Title Guaranty Co.; 
George L. Bliss of New York, pres- 
ident of the Railroad Federal Sav- 
ings and Loan Assn.; Ernest J. 
Bohn of Cleveland, director of the 
Cleveland Metropolitan Housing 
Authority; and Rodney Lockwood 
of Detroit, past president of the 
National Association of Home 
Builders. 


Paint Sales Gain 
Over 1952 Pace 


Factory sales of paint, varnish 
and lacquer totaled $124,704,000 
in July, 13% above the same month 
last year, but 6% below this June, 
the Census Bureau reported today. 


Sales Pick Up 
The National Paint, Varnish and 
Lacquer Association reports that 
total sales for the first seven 
months of this year were $853,- 
554,000, a gain of 5.9% over the 
comparable period in 1952. 
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‘“‘In first 45 days...sales of 
GOLD SEAL LINOLEUM TILE 


*3,900! 
7 € Srthers, an a 


cal Here’s how it all started. In a nut- 
i” 4 .f shell, Bill Levy was fed up with 
>i selling tile on price alone. He had 

i an idea he could trade his cus- 

tomers up to linoleum, from less 
expensive asphalt tile, IF he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor” 
a in Gold Seal Linoleum 
ile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 
Did it pay off? From the opening 
gong it started averaging 300 sq. 
t.a day—at full mark-up! \t quickly 
threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is_ well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes for only be- 
ing able to supply us with this one 
picture. He would have taken 
more, he says, but customers were 
waiting to buy the product. 

Are you interested in increasing 
your sales? 


Congoleum-Nairn Inc. 
Customer Service Dept. AL 10 
Kearny, N. J. 


Yes, 1 am interested in increasing my 
seles gf Gold Seal Tiles with the Tile- 
O-Matic. Please send details. 




















eee ee eee ee 




















TRape-mank @ 


Bill Levy shows how easy it is to display and sell 24 os of FLOORS AND WALLS 
tile in only 5 sq. ft. of floor space with the Gold Seal Tile-O-Matic. CONGOLEUM-NAIRN INC., Kearny, N. J. © 1953 
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New NRLDA Merchandising Plan to Coordinate 
Dealer, Manufacturer Advertising Themes 


As a means of creating maxi- 
mum impact in their merchandis- 
ing efforts, retail building mate- 
rials dealers and manufacturers 
are planning to coordinate their 
advertising and promotional ef- 
forts on four occasions during the 
year. 

The idea, being tried for the first 
time on record in the building in- 
dustry, originally was proposed in 
May of this year at a management 
conference held in connection with 
the spring meetings of the Board 
of the National Retail 
Dealers Association. 


Lumber 


Manufacturers Endorse 


The plan subsequently was ap- 
proved by the board and was de- 
veloped in detail by NRLDA’s new 
merchandising committee. It was 
endorsed by the advertising exec- 
utives of 10 manufacturers who 
met with the merchandising com- 
mittee on September 15. The man- 
ufacturers represented at that 
meeting included: Armstrong Cork 
Co.; Celotex Corp.; Certain-teed 
Products Corp.; Libbey-Owens- 
Ford Glass Co.; Masonite Corp.; 
Pittsburgh Plate Glass Co.; Sher- 
win-Williams Co.; U.S. Gypsum 
Co.; Yale & Towne Mfg. Co. and 
the Zonolite Co. 

Advertising Themes 

The dealers and manufacturers 
have agreed on these four themes 
and the following schedule: 

February—Build a new home 

May—Get your home and gar- 

den ready for summer 

August—Add-a-room 

October—Get your home ready 

for winter 

Members of NRLDA’s merchan- 
dising committee who attended the 
meeting, at which president Henry 
J. Munnerlyn presided, were: Rus- 
sell Nowels, chairman, Rochester, 
Mich.; Phil Creden, Chicago; Deyo 
W. Johnson, Ellenville, N.Y.; Elias 
Nuttle, Denton, Md. and Maurice 
Large, Farmville, Va. 


Builders Anticipate 
Easier Home Financing 


Emanuel M. Spiegel, president of 
the National Association of Home 
Builders, recently expressed hope 
that shortage of mortgage cred- 
it for home buyers will be some- 
what eased before the year-end. 

But Spiegel emphasized, in a 
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statement issued at the opening of 
the NAHB directors’ fall meeting 
at New Orleans, that he is still ad- 
vising home builders not to start 
any new projects without firm fi- 
nancing commitments, at least un- 
til there is unmistakeable evidence 
that the mortgage drought actually 
has broken. 

“T have heard predictions that 
housing starts next year will fall 
as low as 750,000 units,” Spiegel 
added. “Whether that will occur, 
or whether the industry will con- 
tinue the 1,000,000-unit production 
it has maintained for the past 
eight years, is impossible to fore- 
tell at this time. 


Hardwood Plywood’s 
New Labeling System 


By October 
15th the 55 
mills belonging 
to the Hard- 
wood Plywood 
Institute are 
all expected to 
qualify and be- 
gin using the 
new labeling 
system announ- 
ced in September. Presently 23 
mills are marketing their panels 
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with the new stamp giving the 
quality and origin. 

The trade mark is a green-black 
circle in which appears the lower 
case letters “hpi.”” Rimming the 
circumference are the words, “‘Cer- 
tified American Quality — Hard- 
wood Plywood Institute. 

The labeling is an important step 
in the Institute’s newly initiated 
trade promotion program which 
calls for spending $500,000 in two 
years to further use of hardwood 
plywood, 


Giant Lift Truck 
Handles 50 Tons 


Fork-lift trucks, once used to 
raise a box of beans, have been de- 
veloped to lift a 100,000-pound, 
over-the-road trailer and place it 
comfortably on a railroad flat car. 

Baker-Raulang Co. recently had 
a pilot model in LaGrange, IIl., to 
demonstrate how its latest model, 
the “Trailoader,” will load high- 
way trailers onto railroad cars in 
line with the much-discussed “‘pig- 
gy-back” method of freight ship- 
ment. 

“Our mammoth fork-lift truck 
simplifies the procedure,” James 
W. Moran, president of Baker-Rau- 
lang, said. The company expects 
to be in commercial production 
early in 1954, and its truck will 
sell for approximately $50,000. 


DRAMATIC WOOD treatments featured many of the homes shown to the public during 
Chicago's annual Home and Home Furnishings Festival. The house above had paneled walls 


and exposed natural finish beams. 


Clever room divider was built with perforated hardboard. 
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THE ‘STILEMANOR’’* 

A precision-made, standard-duty, qu; 
line of locks and latches. Availag 
wrought brass, bronze or aluminum 
popular functions. For fine r 
homes and light commercial co 


“ALL-STAR” LINE OF 
BUILDERS’ HARDWARE 


“HOMEGARD“* 


A husky, attractive, economy line of 
locks and latches. Available in wrought 
brass, bronze and aluminum . . . five 
popular functions. All internal workin 
parts of pressed steel, zinc plated. 
dichromated. No die-cast parts. 


Dealers who usually make the most profits in builders’ hardware, feature a 
complete, standard, recognized line . . . and here’s the specially designed line 
for the job, the Russwin “ALL-Star” Line. It’s short and simple! Every item 
is selected for fast turnover, steady sales, easy handling and colorful display. 
Two new lock lines meet demands for speedy installations and for a choice 
to fit pocketbooks. Unique sales aids pre-condition prospects, Dominating 
publication advertising stimulates interest. A handy dealer promotion book 
plus the latest idea in catalogs spotlight the program. Ask your jobber. 
Russell & Erwin Div., The American Hardware Corp., New Britain, Conn, 


A COMPLETE LINE OF FINISHING HARDWARE 
FOR EVERY TYPE AND SIZE OF HOUSE 


PRESSURE-CAST 

ALUMINUM TRIM HARDWARE 
Attractively- styled, rustproof, 
velvety-smooth finish, light yet 
strong, economical. Line con- 
sists of sash fasteners, drawer 
pulls, wall door stops, etc... . 


HANDLE SETS 


Heavy, cast brass or bronze, 
authentically-designed han- 
die sets with matching 
knockers, push buttons, in- 
terior knobs and handle. 





NIGHT LATCHES SCREEN-STORM DOOR HARDWARE 


Wide range of rim and Air-controlled Door Closers, 2 Sizes, 
tubular night locks and Rim & Mortise Door Catches, 
latches. Quolity Liquid Type Door Closer 
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MISCELLANEOUS 

HARDWARE 
Popular assortment of Case- 
ment Sash Hardware, House 
Numbers, Letter Box Plates, 
Transom Latches, Chain 
Door Fasteners, Surface 
Floor Spring Hinges. 


ssw 


ALWAYS 
HAVE THE EDGE 


PATENTS APPLIED FOR 
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“Do It Better” Sessions to Dominate 
Annual Home Builders Convention at Chicago 


The National Association of 
Home Builders has announced its 
tenth annual convention and ex- 
position will be held in Chicago 
January 17-21. In observance of 
the tenth anniversary of the asso- 
ciation plans call for a convention 
program of greater scope, with em- 
phasis on valuable “how-to-do-it- 
better” technical sessions and the 
major national issues confronting 
the industry. Of equal interest will 
be a record breaking exposition of 
building materials and home equip- 
ment. 


Exhibit Sell-out 


Paul S. Van 
Auken, conven- 
tion director, 
reports all of 
the planned ex- 
hibit space was 
sold out to man- 
ufacturers in 
August. Addi- 
tional exhibit 
areas were se- VAN AUKEN 
cured to provide 25% more spaces 
than last year, but even this has 
fallen short of the demand, he 


said. Nearly 300 leading manu- 
facturers and services will be rep- 
resented in the huge show. 

Two hotels, the Conrad Hilton 
and the Sherman, will be required 
to house convention activities. 
Convention meetings, as well as 
exhibits, are scheduled in both ho- 
tels. Continuous shuttle bus serv- 
ice will provide delegates with con- 
venient transportation between the 
hotels. 


Western Pine Welcomes 
Return of “Buyer’s Market” 


The return of the “buyer’s mar- 
ket” to business is a challenge to 
the lumber industry, some 200 
western pine lumbermen were told 
in September during the semi-an- 
nual meeting of the Western Pine 
Association at Portland, Ore. 


U. R. Armstrong, president of 
the association, said that the “sell- 
er” had been in the saddle so long 
that the new competitive situation 
will be a new experience for many 


younger members of the industry. 

“The best way to meet our com- 
petition is to offer better products 
and better service,” he opined. 
“Such an adjustment was no sur- 
prise. On the contrary, it was ex- 
pected—perhaps even needed—he- 
cause there are many who feel 
that the recent high level of lum- 
ber prices, if continued, would 
eventually result in serious loss of 
lumber markets to other mate- 
rials.” 


Armstrong commented that the 
law of supply and demand should 
be tampered with by neither gov- 
ernment nor industry. “Artificial 
controls,” he said, “legal or other- 
wise, will never solve the problems 
in our present situation.” 





Films You Can Use 


Visual aids like colored slides and 
movies are helping dealers clinch 
sales every day. There are scores of 
such industry films available. 

What they are and how to get them 
is explained in “Films for the Dea!ers’ 
Use,” a reprint of another exclusive 
American Lumberman article. Just 
send 10¢ to American Lumberman, 
139 North Clark Street, Chicago 2, 
Ill., for your copy. 














THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForEsT Propucts LIMITED 
FBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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4 Powerful Reasons Why 


CHEVROLET “scx” TRUCKS 


work harder... work longer 
- « e work for less! 


MORE POWER AT LOWER COST! You can look forward to sizeable 
savings on gasoline with Chevrolet trucks on the job. In heavy- 
duty models, the advanced Loadmaster engine with new high- 
compression ratio of 7.1 to 1 delivers more power than ever— 
and does it on less fuel! In light- and medium-duty models, 
Chevrolet's Thriftmaster engine combines top-notch performance, 
with rock-bottom operating cost. 


TAILORED TO YOUR JOB! Of course you want a truck that fits the 
requirements of your particular job. And you get just that when you 
buy a Chevrolet truck! You get the right power . . . the right chassis 
units from tires to transmission. Chevrolet trucks are factory- 
matched to do your work at lowest cost! 


RUGGED AND RELIABLE! These great 1953 Chevrolet Advance- 
Design trucks are built stronger to stay on your job longer! Frames, 
for example, are sturdier and more rigid. And you'll find extra 
strength in other vital places, too. The result is a truck that gives 
you extra miles and months of low-maintenance operation. 


LOWEST PRICED LINE! You start saving money the moment you 
buy a Chevrolet truck. For, in addition to all its other advantages, 
Chevrolet is America’s lowest priced truck line! Why not start saving 
now! Your Chevrolet Dealer will be happy to give you all the facts. 

. Chevrolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models, DUAL*SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 


(\ 
WF 


= ¢ ? 
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in value 5 


in sales ( 


ee Y 


(To obtain more data on advertised products see page 79) 13 





1954 CONVENTION DATES 


January 

11-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
and Sherman Hotels 

19-20-21, Ohio, Cleveland, Public Au- 
ditorium. 

25-27, Northeastern, New York City, 
Statler Hotel 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel and Civic Auditorium 
3-4, Western Pennsylvania, Pitts- 
burgh, Wm. Penn Hotel 

3-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Illinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, Denver, 
Shirley-Savoy Hotel 

16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19, Virginia, Old Point Comfort 


25-26-27, Western Retail, Spokane, 


Wash., Davenport Hotel 
27-29, Southwestern, 
Mo., Municipal Auditorium 


Kansas City, 


(no exhibits) 
22-23, West Virginia, 
W.Va., Daniel Boone Hotel 


ditorium 





ROCKFORD 





Lee [ot 
eee”.  Uhhee having your own warehouse! 


AETNAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 
Cupboard and 
Flush Doors 
Peg-Board 

+ 


24-hour 
shipping service 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue & 


Branch Warehouses: 


Call AETNA for 
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CHICAGO 


When you deal with AETNA you know that 
your sales are backed up by the huge stock 
AETNA earries in four conveniently located 
warehouses. It’s just like having a warehouse 
of your own! 

YOU KNOW you can offer, your prospects a 
broad range of plywood... a choice of AETNA- 
PLY products from mills all over the world. 
YOU KNOW you can depend on the quality 
of every grade, for AETNAPLY products 
are checked and rechecked every step of the 
way to maintain high quality standards 
without variation. 

YOU KNOW you need never miss a sale for 
lack of species, grades or sizes . . . it makes no 
difference whether it’s Decorative or Utility 
plywood you sell; Interior or Exterior; 
standard panels or odd size panels. And you 
know you can depend on AETNA’S 24-hour 
shipping service. 


Write for AETNA’S new price lists TODAY! 


ARmitage 6-7100 
Grand Rapids, Indianapolis, Rockford 


PLUS VALUE in ‘PLYWOOD 


Charleston, 


24-25-26, Nebraska, Omaha, City Au- 


Chicago 22, Ill. 





March 

2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, Indianapolis, Murat 
Temple 

4-6, Intermountain, Salt Lake City, 
Utah 

10-11-12, Iowa, Des Moines, Exhibit 
Bldg. 

16-17-18, Carolina, 
rangements pending 


17-18, Louisiana, New Orleans, Jung 
Hotel 

17-18-19, Independent Retail Assn., 
Minneapolis, St. Paul Auditorium. 
24-25, South Dakota, Sioux Falls, 
Coliseum 

24-25-26, New Jersey, Atlantie City, 
N.J., Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 


Charlotte, ar- 


April 

5-6, Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-10, Florida, Jacksonville, George 
Washington Hotel (no exhibits) 
11-12-13, Texas, Fort Worth, Will 
Rogers Coliseum. 

20-21-22, Southern California, Los 
Angeles, Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 
(no exhibits) 
22-23-24, Arizona, 
San Marcos Hotel 
23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 


Chandler, Ariz., 


All conventions have exhibits unless 
noted in the listing 


Midwest Leading 
In Home Building 


The midwest is setting a better 
pace than the nation at large as 
the country heads for another mil- 
lion-plus home building year, says 
the Federal Reserve Bank of Chi- 
cago. 

But for the nation the August 
decline in housing starts probably 
marked the beginning of a general 
easing in home construction, the 
bank adds. 


(continued on page 50) 


Ring Up More Sales by Telephone 


The telephone is perhaps your most 
important sales tool. Are you using 
it effectively? Two American Lum- 
berman articles which appeared early 
this year will help you train your 
employes to use the telephone prop- 
erly. 

They are entitled “How to Ring Up 
More Sales by Telephone” and “How 
to Make More Sales by Telephone.” 
A reprint of both these articles is 
available for 10¢. Just write Amer- 
ican Lumberman, 139 North Clark 
St., Chicago 2, Tl. 
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ss ; VENTILATING FANS 
d / ... the complete line builders go buy ... you profit by ! 
y 

A famous name ii fans is MIAMI-CAREY — and now cool, clean, greaseless air gives your customers’ kitch- 
these all-new, brand-new styles give you a more com- ens, bathrooms, recreation and utility rooms more sell. 
plete line of ventil: itors than ever before! Immediate Give them a fan in which blades and fan housing are 
acceptance for a leading name and a quality product designed for greater air volume, long life “hushed- 
means more sales for you. Stock MIAMI-CAREY and you quiet” operation. No wonder builders go buy well- 
offer a fan for every type installation to help builders known MIAMI-CAREY, the dependable, profit-making 
increase home sales. Builders like the minimum of line to go by! 
assembly steps required. Installation is quick and time- 
saving. ,All models feature the snap-in assembly of 
propel}er- motor unit. Fast to install — and — permitting 
easy Cleaning, too! 


Odors go out when a MIAMI-CAREY Fan goes in . . 


Compare — get all the facts. Learn why others are 
pushing MIAMI-CaREY, with the brand-you-know de- 
pendability and quality at no extra cost. See your 
MIAMI-CAREY representative or write for complete 
details. The price tag is right for you, too! 


MODEL MC-83 MODEL MC-103 MODEL 
P ‘4d - 

8” Through-Wall Fan pul chaia) 10 Through-Wall Fan MC CW103 

; (Same features as 8” 10” Combination Wall and Ceiling Fan 
A seller on sight! Look at these 
features normally found only in Model MC-83) 
deluxe fans—one-piece grille with 
gleaming baked-on white enamel; 


snap-in assembly on propeller and 
motor unit for easy installation, e< asy 


cleaning; convenience plug located 
forward for quick access; fan packed wW 


knocked down for fast, time-saving 


@ Induction type motor; no radio or TV 
interference. 

@ 3%” x 12” furnace duct and accessories 
— 20% more cross sectional duct area. 


— and motor “snap-in” on neo- 
phrene mounted suspension points. 
l-piece, baked white enamel grille. 
assembly; motor, induction type with “vans / 2 dampers to prevent backdraft. 

no radio or TV interference! Deep-pitched 3-blade 


propeller for 
maximum air delivery. 

It's a Stop ‘Em— Sell "Em Display! 

A showpiece that draws customers like a 

magnet. It’s yours for the asking, with your 

minimum fan order —including literature 

and other helpful sales aids. Get yours now! 


(Chrome finish and 3-speed switch optional 
at slight extra cost.) 


FROM THE HOUSE OF MIAMI-CAREY 
? Kitchen Ventilating Fans + Attic Ventilating Fans 
Bathroom Heaters + Bathroom Cabinets, Mirrors 
and Matching Accessories 


Carey \ MIAMI CABINET DIVISION 


The Philip Carey Mfg. Co. 
Middietown, Ohio, Dept. AL10 
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Report from 


Washington, October 15 


When it gets to be fall and kitch- 
en settin’ time, the national econ- 
omy takes a backward look to see 
how good everything has _ been. 
Then it takes a forward look to 
see how good everything is going 
to be, we hope and trust. Changes 
in the pattern, even if they begin 
in the spring or summer, don’t 
show up clearly until after dog 
days. It might be the heat or the 
humidity; not the cycle. Not too 
clear yet, at this writing; but the 
analytical stuff is going on, and 
everybody is experting all over the 
place. 

This page points no facetious fin- 
ger. In fact we’re about to borrow 
from a few of these crystal gazers. 
But it is confusing in a minor way 
that so many master hands can 
deal with the same lot of samples 
and come up with so many vari- 
ables of opinion. 

Or maybe it isn’t confusing. 
Here we are with a boom; one of 
the longest, highest, widest and 
handsomest in the story of Amer- 
ican ups and downs. It’s made a 
bum out of all the old traditions 
about booms. 

It’s declined the invitation of the 
Gloomy Gus boys to peter out and 
bust. It’s hired more workers, 
produced more hard and soft com- 
modities, weighed in with more 
aggregate individual income and 
fixed up more inventions and pro- 
cesses than has any earlier affair 
of its kind. Or something like that. 

Small wonder, with so little in 
the past for comparison, that the 
big show stirs up some jitters along 
with much admiration. How do you 
ride a horse as big as this? And 
what voluntary action do you take 
if he steps on the heel of a front 
shoe with a hind foot while on the 
dead run? 


Predicting Recessions 


Steel Tycoon Ben Fairless says 
about the only danger is that bus- 
iness may predict itself into a re- 
cession; and a good many other 
business men agree with him. 

But a highly respected commen- 
tator says there will be a decline in 
the coming months; probably quite 
moderate, say 4%, but a decline; 
and better give it some mind, now. 
Another analyst talks much about 
warning notes; agrees there'll be 
no bust, that sales will stay pretty 
high and profits pretty good. 

But conditions are uneven and 


16 


general averages deceptive; so a 
business man would better take 
prompt account of any dangers 
showing up in his own line and in 
his own sales area. Cut out the 
optimism and the pessimism, since 
these are emotional words and 
don’t mean much. What happens to 
the accounts receivable and in the 
competitive field do mean very 
much. 

Another watcher of the skies is 
pretty sure that the early grap- 
pling match with inflation, while in 
general a good idea, got overdone 
in the dawn of early enthusiasm. 
In fact our observer is sure the 
strangle hold is being relaxed a lit- 
tle; with due caution, of course. 


Less Overtime 


A few reasons for choking the 
villain more gently: While em- 
ployment is still high, it dropped 
about a million in a month. The 
immediate reason was that most of 
these people were summer-employ- 
ed students who went back to 
school. They’re not properly rated 
as unemployed; but one rather im- 
portant fact is that few of them 
were replaced. A few men, pre- 
viously laid off, were called back; 
but not many. And overtime work, 
which is the elastic factor that 
stretches out in any labor short- 
age, has largely disappeared. 

During the last week in Septem- 
ber business loans slid; one of the 
biggest weekly drops of which the 
Federal Reserve has a record. And 
New York reports are to the effect 
that interest rates on business 
loans declined a bit; the first de- 
cline in two years. 

Treasury interest rates on short- 
term government plasters have 
reduced. More money is available 
for these offerings; and, as hap- 
pens in such a case, when buyers 
bid these plasters up, subsequent 


issues carry a lower interest rate. 
The point seems to be, more money 
available. Incidentally, we're told 
that mortgage money seems to be 
easing. 


Lower Taxes 


Defense Secretary Wilson has in- 
dicated that the defense budget for 
the fiscal year beginning the first 
of next July may not be cut as 
much as planned. And Deputy 
Budget Director Hughes has said 
that balancing the budget for ’54- 
55 will be “far from a simple mat- 
ter.” There'll be some additional 
reductions in public spending; but 
the amounts spent by the govern- 
ment will be large, when measured 
by peace-time outlays. 

Well, we’re told by several tal- 
ented guessers that the general 
course of taxation in ’54 is going 
to be downward; with a corre- 
sponding stretch-out of the ink. 
The Treasury says the excess-prof- 
its tax will go to the smoke house 
as promised and that individual 
income taxes will get their 10% 
shave. The President says he wants 
no retail sales tax. And, believe it 
or not, the word along the Avenue 
is that there’ll be no across-the- 
board manufacturers’ excise tax 
enacted. 


Farm Legislation 


A man pretty high in agricul- 
tural councils, representing neither 
government nor farmers but a big 
bloc of farm customers who really 
want to buy at close prices, tells 
this page there isn’t a chance that 
farm subsidies will be ended or 
even much reduced. Some changes 
possible; such as the two-price 
system for wheat. Even with sup- 
port prices, current farm income 
is down by 10% or more; and the 
farm picture looks all too much as 
it did in the late twenties. 








New Dealer Washington Service 


Dealers who have questions that can be 
answered only by checking Washington 
sources are urged to use the services of 
Robert Y. Kerr, our representative in the 
capital. Send questions to American Lum- 
berman, 139 N. Clark St., Chicago 2, Il. 
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... by selling 
fir plywood to the 






“do-it-yourself” trade for 






Christmas projects 









Get plans for these 10 Christmas projects from your plywood jobber salesman 





Drawing Desk Play Planks 


pe 
Ray Gun ees. 
Space Rifle Tat 


" Rocket Club House Flying Saucer TV Snack Table 








Modern Doll House 











Cutout Figuies for Lawn and Roof 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural quatittes—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. esate & Robinson Lbr. Co., Cincinnati, Ohio 


Hemlock, Hardwoods, Flooring, Dimension t Combs, Ky. and West Irvine, K: 
Cunghaat Line of aoe Hardweeds. "Maple 
and Oak Floering 


D. D. Brown Elkins, W. Va. 
Established 1880 


Mirs. Band and Circular Sawn West Virginia ipotedin 


Hardwoods—Kiln-Drying and Planing Mill Facil! *J. P. Hamer Lbr. Co Kenova, W. Va. 


Man ‘ers 
Appalachian rdwood Lumber 


*Christian Lumber Co Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Sentechr 


*The Mower Lbr. Co Charleston, W. Va. 


West Virginia pacSueete, Flooring and Glued Dimension. 
; Dry Kiln and Planing Mill facilities. Mills: Dailey, 
The M. B. Farrin Lbr. Co Cincinnati, Ohio iiieas rbin, Celcord and Pettus, wv Case, Wallen 


Kiln oid and Air Dried chian Hardwoods 
Century” Oak and Maple Flooring 


*M. E. Crisp Lbr. Co Welch, W. Va. 


“Parkay” Finished 
West Virginia and Kentucky Appalachian Hardwoods, Oak, erhey” Reedy ely ee Flooring, Lumber, 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other 

hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Vo. *McCracken & McCall, Inc Promepen ogy Ky. 


Appalachian Hardwoods, Flooring, Planing Mill Products, Appalachian Hardwood R BEVEL stp 
Glued Dtmenston. Band Saw ona Planing Mill at mee tek Ky. _ 


Always Specify 
Appalachion Hardwoods 


%* Member Appalachian Hardwoed Manufacturers, Inc. 
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..eiS a powerful selling force 


Inside this can is the “plus” ingredient of skill. It has 
assured consistent high quality for Lowe Brothers 
Paints year after year. The natural result of consumer 
acceptance has helped build one of the nation’s great- 
est dealer organizations. 


fits of a Lowe Brothers agency. Our files of actual 
dealer histories are open for your inspection. Get the 
facts — write or wire today! 


The Lowe Brothers Company « Dayton 2, Ohio 
Behind this can is a tremendous selling 


force, in the form of great advertising and mer- 

chandising programs. This backing has made 

the Lowe Brothers proposition outstanding in : : ; 
the industry, for it has provided dealers with _.«@ | : : i] : 
the kind of pre-proved support that pulls peo- : y MIWA VOl; ‘AMY 
ple into the store ... to buy! The result— 

steadily increasing sales volume for Lowe 

Brothers dealers year after year! PA l | TS * VA R | i S | ES 

' You have everything to gain and nothing 

to lose by checking into the many extra bene- 
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©)-BIG PROFITS! 


{ 


~, 


SELL MORE! 
MAKE MORE! 


with a 


Waiter Seal 


FRANCHISE 




















ALUMINUM ALUMINUM ALUMINUM ALUMINUM 
COMBINATION COMBINATION CASEMENT “STURDI-RIB” 
STORM WINDOWS STORM DOORS STORM WINDOWS SCREENS 


SCREEN AND STORM PANELS FOR ALL TYPES 
OF SLIDING WINDOWS, AWNING WINDOWS AND JALOUSIES 


é 
YOUR BEST DEAL IS Weiter Seal 
Ws In Canada * WINTER-SEAL OF CANADA, LTD. « TORONTO 
Wor A ae | | 


14575 MEYERS RD. « DETROIT 27, MICHIGAN 
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100% SANITARY 

100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 


2, = E 
BG REASONS Sn, 5's * * 


WHY BUILDERS PREFER HUDEE 


- Patented installation makes completely self-sealing unit. 
. A sink frame that is 100% watertight — 100% sanitary. 
. A continuous welded frame with an inconspicuous weld. 
. Easy to install—no rabbeting, scribing or special tools. 
. Installed with equal efficiency in-the-shop or on-the-job. 
. You confidently guarantee every installation with Hudee. 
- Used with any top-covering — linoleum, rubber, plastic. 
. Installed after all top-covering material is applied, bowl may 

be removed at any time without damage to top-covering. 





Wobix, E S2b/, 2x2zh ber 
MANUFACTURERS AND DISTRIBUTORS 


CHICAGO 10,ILLINOIS 
IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO 











TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE... 








Hudee is the amazing Sink Frame that has earned the 
enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
facturers, Plumbers and Home Owners. The eight reasons 
for Hudee superiority, as listed at the left, justify its ac- 
claim as the “World's Finest Sink Frame." 


Builders particularly appreciate the Easy-To-Install feature 
of Hudee and its great saving of time. Actually, the Hudee 
is installed in four easy steps: 


(1) Using the frame itself as a template, mark the location 
of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
hole as marked, using an ordinary keyhole saw. (3) Place 
the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 


The Hudee Ideal Sink Frame System is sold through Lumber 
and Building Material Wholesalers everywhere. 


WRITE TODAY FOR LITERATURE AND PRICE LIST 
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Where on this map 
is your business located 


The shaded areas mark the 1,908 counties 
out of the 3,071 U. S. total— where Country 
Gentleman carries advertising into more homes than 
Life magazine! 


In fact, in nearly 2 out of 3 U. S. counties, 
Country Gentleman has more circulation than any 
weekly, women’s or home service magazine! 


Throughout the rural portions of all the other 


] 


counties—wherever there is good farming and good 
country living—your best rural customers are get- 
ting buying ideas from advertising in Country 
Gentleman. 


IT MEANS THIS TO YOU: When a manufacturer says “It’s 
advertised in Country Gentleman,” he is giving you 
powerful selling support in a lot of homes other maga- 
zines miss—right in your own local trading areal 





CIRCULATION NOW OVER 2,550,000 


A CURTIS PUBLICATION 


(To obtain more data on advertised products see page 79) 





October 19, 1953, AMERICAN LUMBERMAN & 

















its best! 


No. 33 Amerock Quick- 


Visual Selling at 





3 Service Display shows 
mounted hardware 
D Cabinat Mneders permanently displayed 
S or lasting bec and exactly as applied! 


cet aT on 
- —~ - 





Complete with mounted 
| samples when you buy 
$25.05 introductory 
stock of 8 popular 
priced fast sellers. 


DETAILS Ni 
ON BACK / 


K 
RIGINAL with AMEROC 
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FEATURES ExcLUSIVE OR 


t NOTCHED Jf y, 
penn Wee MACHINE /-~ } 
SCREWS “4 
’ ; 
pee N - 
wreesune r “a 
at Simply Bre ok Off 
oe for Proper Length 


ROCKFORD, ILLINOIS 










TAPED WOOD SCREWS 
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4 
TRIPLE PLATED 






CORP., 
Size: 21” high; AMERICAN CABINET HARDWARE 
14” wide; 19” deep. 
Shipping Weight 25 Ibs. 









GENUINE 


eroc 


HARDWARE 


1 Dozen each of 8 Basic, Fast-selling items (shown below) Retail Value . $41.75 
1 Quick-Service METAL Display with mounted hardware. ee No Charge 
ee ee ee ee oe we $25.05 
DEALER MAKES FULL PROFIT OF. ......... a . $16.70 


Simply order Amerock No 33 Quick-Service Display from your Jobber. 
Shipping Weight Complete — 22 Ibs. 


All items are regular Amerock items in standard packing carried in stock by all 
Amerock distributors for refilling display. One dozen each item in assortment. 


No. E323 Door Pull; Steel—2%”" Centers, 4!" 2" , ; No. £3068 Surtace Hinge; Steel—1 2" Joint, 2'" wide, For 
Overall; Polished Chromium Plated; One dozen %" Offset Doors; Polished Chromium Plated; One 
in a Carton weigh 1 Ib. dozen pairs in a Carton weigh 2 lbs. 


No. E7638 Semi-Concealed Hinge; Steel, For %” Inset 
No. E326 Drawer Pull; Steel—3” Centers, 4%” Lip Doors; Polished Chromium Plated; One dozen 
Overall; Polished Chromium Plated; One dozen pairs in a Carton weigh 2% lbs. 

in a Carton weigh 1% Ibs. 


No. £9700 ‘Flexigrip’” Catch (Patent No. 2,376,325) 

(Patented 1945 Canada) Complete with 2 Strikes; 

No. E545 Knob; 1'4” diameter; Steel Base, Stain- Exclusive “floating” fingers with lifetime conical spring 

less Steel Cap; Polished Chromium Plated; One provide smooth yet positive action. ““Perma-Brite” Zinc 
dozen in a Carton weigh 1 Ib. Plated; 2 dozen in a Carton weigh 1% lbs. 


No. E9710 “Rubber Roller” Spring Catch; Patent 
No. E3066 Surface Hinge; Steel-1'2” Joint, 24” - 1 Applied For; Bright Chromium Plated; Complete with 2 
wide; For Flush Doors; Polished Chromium Strikes; Coil spring shock-absorber assures smooth, quiet 
Plated; One dozen pairs in a Carton weigh 2 Ibs. and positive action; 2 dozen in a Carton weigh 2 Ibs. 
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STAIRWAY 
TO PROFITS 


TWO 


AT A TIME! 


Take the big step for two profits at once by selling 
7 hermopane* insulating glass. 

One profit represents the glass you sell for the 
primary window now .. . the other, the storm sash 


you might sell later. For Thermopane is insulated 
glazing. 
More and more 7hermopane is going into less ex- 


pensive homes—in the house. 


More than 3,000,000 7hermopane units are already 


every window in 
in use, 

That’s because people have been educated by 
years of national advertising. Home buyers want 
Thermopane’s advantages 


lower fuel bills—greater 


warmth next to windows in winter—cooler homes 


in the 


summer—less condensation and frost on 


windows—climination of cleaning, painting, stor- 


INSULATING 


Other L-O-F Products: Plate Glass * Window Glass * Safety Glass 
Tuf-flex* Tempered Plate Glass * Vitrolite* Glass Paneling 


Burtpinc Propucts MERCHANDISER 


WINDOW 
INSULATION 
PROFIT 








WINDOW 
GLAZING 
PROFIT 








ing, putting up and taking down storm sash. 

You can sell 7 hermopane without necessarily carry- 
ing an inventory. Over 90 standard sizes are avail- 
able through your Libbey’Owens:Ford Distributor. 

Now, too, you can get new selling aids that are 
sales-proven. Dealers in North Central States have 
used them with great success. 

Make your profits “‘two at a time” by starting 
your Thermopane program now. If you sell to a 
farm market as well, Farm 
Thermopane offers many 


benefits for livestock and two Panes of Gloss 





Blanket of dry air 


poultry raisers. Write or "meiel avon 





phone your L:O:F Dis- 
Bondermetic (metal- 


to-glass) Seal* keeps 
air dry and clean 


tributor, or mail the cou- 


pon today. 


—_—— oe ee ee ee ee ee ee ee ee ee Ge Ge Gee Gee oe oS Ge Ge Gee see Gee oe 
Libbey-Owens-Ford Glass Co. 
5103 Nicholas Bidg., Toledo 3, Ohio. 


Please send me information about: (Check one or both) 
Thermopane's advantages for use in homes 
Farm Thermopane and its uses 


Nome 





(Ploase Print) 


Address 





Zone State. 


City. 





(To obtain more data on advertised products see page 





PROFITS 
MORE FOR YOU... 


TOMERS 
MORE CUS FOR YOU... 


MOUNTAIN-GROWN 


ockwoo 


Mote Fragile Fecause: 


@ BEAUTIFUL Lockwood Tempered Oak Floors sell homes on sight. They meet 
the test of sanitation, economy and durability, too. 


@ LOCKWOOD Tempered Oak Flooring is cut from Cloud's own timber tracts 
and is milled in Cloud's own sawmills. 


@ DISTRIBUTION is Direct To The Dealer—Cheaper To The Dealer—within Truck- 
ing area, via Cloud's own giant vans. 


@ EASED EDGES with nailing groove in top of tonque speed laying and finishing. 


Many flooring installation contractors say this saves them 25 to 35% in labor 
costs! 


THE OAK FLOORING WITH More Cutlouid Cocause-: 
THE NAIL-GROOVE 

@ LOCKWOOD Tempered Oak Flooring is the even-textured 
uniform colored oak grown in the Ozark Mountains, which 
is noted for the beauty of its finer grain and which is less 
subject to contraction and expansion. 

@ OUR METHOD of kiln-drying is a great selling point. 
Lockwood Oak Flooring is kiln-dried in compartment, cross 
circulation, fan-type kilns. It is the same kiln drying used by 
manufacturers of finest furniture where gluing is necessary 
This is the perfect method of kiln drying. 

@ LOCKWOOD tempering makes flooring more resilient and 
easier to nail. It lays and stays straight. 

@ LOCKWOOD precision-milling provides an even surface 


which requires a minimum of sanding. 


@ THERE'S A GRADE PRICED FOR EVERY NEED, each produced in ac- 
cordance with NOFMA standards. 


Call us or write us for a quotation on your requirement, 


*Flooring Dealers and Flooring Installation Contractors 
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Dr. Kinsey Is Right About Women! 


The inquisitive professor holds that 
men are inclined to underestimate 
( the power(s) of women. 


Certainly our industry has been a 
long time recognizing the extraordi- 


They own 74% of suburban homes _& 
They own 40° of real estate 

They have 65% of savings accounts 
They inherit 70% of estates 

They inherit 80% of all life insurance 


Use pictures and testimonials 
of women in sales promotion. 


8. Address mailing pieces direct- 
ly to the housewife. 





. of ? C r : ‘ 
nary influence the housewife has on They control 75% of the wealth 9. Women like to buy bargains 
the building product purchases of ay See Ay Se ee on monthly payments. Use the 
the family. A woman may send her Here are 12 steps in capitalizing terms “as little as” and “so 


much per month” in advertis- 


husband to the lumber yard to make 
the purchase but she largely gener- 


on the potentialities for sales to 


ing end-use packages. 













women: 
\ ates the demand for, and decides the 10 ime the office. store. show 10. Use leaders, premiums and 
t purchase of, new homes and home : wd eras “‘ re ii ES dis demonstrations to bring women 
'y improvements. we 2 EEE customers to the store. 
plays in a manner attractive to 
The trend in advertising in recent women buyers. 11. Remember women like to get 
years among the more aggressive F 3 : a paint brush into their hands. 
dealers reveals an increasing aware- 2. Study women’s buying habits The paint department should be 
ness of the wife and mother as the and make certain that store moved down front, publicized 
motivating power in most family pur- hours and service comply with and set up to appeal to the 
chases. As a result, housewife traffic them. ladies. 
in lumber yards is up 52% from five 3. Train employes to be especially — ee 7 ‘ 
; years ago and 30% in the past two solicitous of and courteous to is. Coeck yom merenanieng. 5° 
Paes “ele : > , . women with your wife for sug- 
years. The facts about woman's women shoppers. : ¢ 
| place in our economic life are rather gestions and improvements. 
| startling: 4. oe og arn gy ang Some dealers say that because of 
§ 12 § Ai ° eee : 
Nineteen million women are gain- oy ~~ poe ong with special her meticulous shopping habits, wom- 
a fully employed in our country : 7 en customers are a headache in a 
} Wemes’s earned tacemes apprexi- appeals %o women below). lumber yard. They forget that the 
mate $40 billion per year 5. Use selling themes and appeals woman customer who wants a small 
More women read ads than men in your advertisements that in- item today will eventually need a 
Women buy 90% of household sup- terest women. new home or major home improve- 
plies 6. Make every advertisement ment job and she will come back to 


They buy 62% of hardware where she was well treated. 


— ART HOOD 


completely intelligible to wom- 
buyers. Avoid technical 
terms. 


They select 04% of new homes en 
They generate 89% of the remodeling 









Favorite Packages Women Buy 













Add-a-Rooms 
Recreation Rooms 
Modern Bathrooms 
Cedar Closets 
Picture Windows 


Painting & Decorating 
New Exterior Siding 
Colorful Roofs 

Gates and Fences 
Patio Equipment 


Advertising Appeals 
For Women 


Comfort Time Saving 


Convenience Health 
Finished Attic Room Added Storage Space Beauty Safety 
Paneling Breezeway Enclosures Stvle Hospitality 
Beautiful Floors Enclosed Porches Prestige Outdoor Living 


Insulation 
A New Home 


Overhead Garage Doors 
Remodeled Kitchens 

















Buttpinc Propucts MERCHANDISER 


Dealer Home Show 


INTERIOR ROOM LAYOUT shows com- 


bined 


living-dining area. Lumber is fea- 


tured in exposed ceilings and paneled walls 
in living room and kitchen. 


COMPLETED DO-IT-YOURSELF HOUSE which now serves, as a 
model home. This three-bedroom home is available in two floor 
plans, each approximately 1,000 square feet. 


LIVING ROOM FEATURES FURNITURE which is made 
by the Erdman-Peiss Lumber Co. Furniture is pre-cut, 
then assembled and finished by the owner. 


MARSHALL ERDMAN, 
president, 
Erdman-Peiss Lumber Co 


A build-it-yourself house was the 
big feature of the do-it-yourself 
home show staged last month by 
the Erdman-Peiss Lumber Co., of 
Madison, Wis. 

Crowds estimated at 45,000 at 
times created a traffic jam during 
the two-day show. A big circus 
tent (60x150) erected especially 
for the show housed 30 different 
exhibits and demonstrations. 
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CIRCUS TENT provided plenty of space for demonstra- 
tions and exhibits. Crowd, far right, is examining fea- 


tures of build-it-yourself home 


Build-it-Yourself Home Pulls Big Crowd 


No down payment and easy financing are attractive 
features of Madison, Wisconsin dealer’s build-it-yourself house 


to qualified prospects. 


But the crowd's burning curios- 
ity was the cut-away section of the 
three - bedroom _build-it-yourself 
home, which already has attracted 
national publicity. 

Marshall Erdman, 31-year-old 
president of the Erdman-Peiss 
Lumber Co., said the public’s re- 
sponse to the house was “beyond 
any expecta- 


The house, with full basement 
and two-car garage, was designed 
for the build-it-yourself customer 
by Weiler & Strang, a Madison firm 
of architects and engineers. Here 
are some of the unusual features 
of the house: 

1. The house is precut. Doors 
and windows are already hung in 





tion.” Seven 
homes were 
contracted for 
the week fol- 
lowing the show 
and 25 other ap- 
plications were 
pending. 





Madison dealers are out to serve the do-it-your- 
self customer. Don’t miss, “They Go After Do-It- 
Yourself Business.” It’s the story of Findorff’s, an- 
other Madison, Wis. dealer who is selling home- 
owners who like to do their own building. 
find this feature on page 152 of the Sept. 7, 19538 
issue of American Lumberman. 


On Wisconsin! 


You'll 
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to the homeowner-paperhanger. 


frames. Kitchen cabinets are cut 
out and partially assembled. It is 
estimated that a man and wife 
with the help of three friends can 
frame the house in three week-ends 
and finish it in about 1,200 man- 
hours. 

2. Sub-contractors cut costs. 
Substantial savings in plumbing, 
heating and electrical costs are 
possible for the home builder by 
special contract arrangements 
made with these sub-contractors 
by Erdman-Peiss. The firm expects 
to guarantee sub-contractors 10 or 
more houses a month. Samples of 
estimated savings to home builder: 
plumbing, $915 instead of $1,100; 
electrical, $350 instead of $500; 
heating, $580 instead of $700; con- 
crete, $800 instead of $1,100. 





COUNTER TOP IS EASY TO APPLY with new-type 
cement, which takes minimum pressure to set firmly. 
Demonstrator’s exhibit was near kitchen cabinet display. 


BuiLpinc Propucts MERCHANDISER 


WALLPAPER GOES ON DRY, this demonstrator points out Adhesive is applied to the wall, not the paper, a boon 


3. Financing is easy No down 
payment if prospect owns his own 
lot. Total cost $9,000 amortized at 
$61.91 per month. Monthly pay- 
ments include all materials; exca- 
vation, concrete foundation, plumb- 
ing and electrical work done by 
professional sub-contractors; pro- 
fessional advice and assistance on 
do-it-yourself work by Erdman- 
Peiss personnel. The lot, on a 
$1,500 lot would be assessed at 
$1,400 in Madison, consequently 
the lot, plus the sweat-equity of 
the builder would equal a $5,000 
down payment. 

Here are the details. Once Erd- 
man is convinced that the appli- 
cant can build his house with what- 
ever help he can summon on his 
own the prospect is referred to 








the Home Savings & Loan Associa- 
tion, which gives a mortgage for 
$9,000. The loaning agency figures 
that the lot and the builder’s sweat 
equity constitute the down pay- 
ment. Erdman-Peiss supervise the 
job and guarantee satisfactory con- 
struction. The do-it-yourself build- 
er approves bills for materials de- 
livered on the job and Erdman col- 
lects from the loan association. 
Sub-contractors’ bills are approved 
by the owner and Erdman’s repre- 
senative before they are taken to 
the loaning agency for collection. 
The loans run 15 years at 5% at 
$71.17 per month; or over 20 years 
at 542% interest with a monthly 
payment of $61.91. 
4. Cost-saving cabinets. The 
(continued on next page) 





ASSEMBLE-YOUR-OWN KITCHEN CABINETS, advises 
this salesman, showing housewife how easy it is. Cab- 
inets are manufactured by Erdman-Peiss. 
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BUILD-IT-YOURSELF 
HOUSE 


(begins on page 28) 


U-form kitchen cabinets of birch, 
oak or mahogany were designed by 
Erdman’s partner, Henry Peiss, 
and fabricated in their own shop. 
Easily assembled by the home 
builder, the cabinets retail for $16 
a running foot without counter top- 
ping. Adjacent to the cabinet ex- 
hibit was a plastic counter top ap- 
plication demonstration featuring 
the new, non-pressure method, cut- 
ting the cost from $10 a running 
foot to $2 for the do-it-yourself 
customer. 

5. Low-cost furniture. Another 
innovation is the precut plywood 
furniture, ready for assembly and 
finishing by the do-it-yourself cus- 
tomer. Designed by Herbert Pritz 
and manufactured by Erdman- 
Peiss, the furniture includes com- 
plete dining room and bedroom 
sets and accessory pieces. Furni- 
ture from this source for the entire 
house may be purchased for $300 
to $400. 

The house of approximately 
1,000 square feet is offered in two 
different floor plans, five designs 
each. Lumber is used extensively 
outside and inside. Exterior siding 
is cedar or redwood; ceilings are 
exposed; living room walls are 
paneled in Mexican cedrella and 
kitchen walls in birch. The house 
trim is Philippine mahogany. Clos- 
et doors are the folding type and 
the best quality windows in double- 
hung and window-wall style are 
featured. 


Some $2,000 worth of newspaper 
and radio advertising was spent to 
promote the week-end show. 


Erdman, who studied architec- 
ture at the University of Illinois, 
came to Madison after the war to 
form the firm of Marshall Erdman 
and Associates, which engages in 
heavy construction. It has built 
some 140 houses and buildings. 
The lumber company is an inde- 
pendent division of the parent com- 
pany. 


Cabanas, usually three-sided shel- 
ters facing the beach and the water, 
are getting more and more architec- 
tural attention. A cabana colony of 
583 connecting units on an island 10 
miles from Miami has won an archi- 
tectural award for its attractive and 
sturdy design. It is mainly of wood 
frame construction built on wood 
pilings, and has withstood gales of 
hurricane force. 
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SEASONAL TOOL BAR outsells the hardware stores in the Racine, Wis. area. 


What Makes a Good Tool Bar? 


Here are the reasons why this Racine, Wis. dealer’s 


sales are out front. 


Hardware salesmen claim that 
the Veenstra Lumber and Supply 
Company’s tool bar sells more hand 
tools than any hardware store in 
the Racine, Wis. area. 


“Here’s why,” says Bill Terry, 
manager of the firm’s hardware de- 
partment: 


1. The tool bar is located right 
next to the billing counter where 
every person who comes into the 
store can see it. Located as it is, 
the bar makes tools excellent im- 
pulse items. 


2. The firm features hand tools 
(and do-it-yourself projects) in its 
display and classified newspaper 
advertising. 


3. The tool bar is keyed to the 
seasons. In the spring, when peo- 
ple are thinking about building, the 
bar features tools like hammers, 
planes, saws and wrecking bars. 
When houses are being finished in 
the summer and fall, the bar feat- 
tures bigger displays of chisels, 
miter boxes and trowels. 


4. The tool bar is big enough 
for mass display. (A display of 15 
hammers instead of one seems to 
be a positive psychological sales 
factor.) The firm’s tool bar is 
16 feet long. Two 8-foot sections 
of %-inch plywood were attached 
to the wall behind the tool counter. 
Heavy brackets attached to the 
plywood permit the display of 
quantities of heavy hand _ tools. 
(This feature also saves time be- 
cause the bar does not have to be 
replenished so frequently.) 


5. Every salesman is trained to 
“ring-in” tool sales with every 


possible sale of building materials. 
If it’s a door sale, the salesman 
tries to add an auger bit to drill 
the holes for the hardware. 


Terry adds, “We feel our tool 
bar helps sales of other products 
because it gets people in the habit 
of coming into our store.” 














Holding a Meeting for Contractors? 


Most dealers still find the contrac- 
tor their No. 1 customer. There are 
various ways to build contractor busi- 
ness; one of the best is dealer-spon- 
sored contractor meetings. These 
meetings must be well organized to be 
effective. 


“How to Conduct Effective Con- 
tractor Meetings” is the subject of a 
check list which will tell you what to 
do and what not to do in order to 
make your contractor meetings a suc- 
cess. 

This guide is free for the asking. 
Address your request to American 
Lumberman, 139 North Clark St., 
Chicago 2, Il. 
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BUILDING 


"AMF IDE WWALT is the finest 
all-around saw I've used in 57 years! 


“I’ve been in the lumber and woodworking business for 57 
years. Take my word for it, De Walt’s the best. That holds 
true whether you need a saw to make one or many cuts. 
“De Walt® is not only a perfect cut-off saw, but I’ve used it 
to rip, bevel, miter, plough, shape and make other cuts. And 
it adjusts easily to make any cut, quickly and accurately. 
“I’ve used this De Walt for the past 12 years. All that time 
it’s done heavy service, 8 hours a day. What’s more, it’s 
needed no maintenance. 

“It isn’t often that a machine gives you perfect perform- 
ance day after day, year after year. That’s why it’s such 
a pleasure to use De Walt, it does just that.” 


: + * 


De Walt’s unmatched speed, versatility preci- 
sion and safety can save you time, money and 
labor in your operations. See your AMF De Walt 
dealer for full details. 


Increase your all-around efficiency. MAIL THIS COUPON TODAY. 


Propucts MERCHANDISER 


1 
| 
i 
I 
| 
| 
l 
| 
I 
i 
A 


rode Is 


ARE BETTER 


oy 


De Watt INc. 


by design 


Lancaster, Pa. 


POWER SAWS 


DE WALT Inc. Dept. AL-53 


3-10, Lancaster, 


Please send complete information on the 
De Walt Radial Power Saw line. 


NAME____ 
ADDRESS__ mpage 


city. LONE STATE 


—_——- om LA A A A A — — oe 6. 
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Dealer Home/Show 


PANELING DEMONSTRATIONS covered all types now available on the market. Visitors seemed especially interested 
in paneling for finishing-off attics and basement recreation rooms. 


7,000 Prospects See Dealer Do-It-Yourself Show 


By putting manufacturers’ representa tives to work Harvey Lumber Co., Chicago, 
staged a lively handyman show with 40 product demonstrations. You can get sim- 
iliar cooperation if you offer manufacturers a well-organized plan for your show. 


COVER: Brick laying 
for the handyman cus- 
tomer was just one of 
the many unusual 
demonstrations offered 
by Harveys. 


When the Harvey Lumber Co., Chicago, began plan- 
ning their show recently for the handyman one thing 
became apparent immediately—they just couldn’t do 
it alone. They needed the skilled manpower, the 
showmanship available only from the manufacturers 
of the products they sold. 

They knew that manufacturers today are buried 
under requests from dealers for participation in 
shows. That growth of the do-it-yourself market is 
admittedly straining the promotion resources of even 
the largest preducers of building materials. 

Harvey's success in receiving support from 22 man- 
ufacturers can be directly traced to the tight, effec- 
tive plan they presented to their suppliers for the 
show. It was a convincing pitch that covered five 
questions that immediately occur in a manufacturer's 
mind when a dealer asks for show participation. 


Here are the points Harvey’s covered: 


1. The entire organization is back of the show. 
Every approach to a manufacturer reflected the en- 


32 


thusiasm that Harvey people felt for the show. And 
because enthusiasm is contagious manufacturers soon 
becme convinced that the show was going to be well 
worthwhile. 


2. Adequate space was available. Harvey’s held 
their show on the second floor of their building where 
permanent room displays and other departments are 
located. Suppliers’ displays usually fit a 10-foot space 
and this must be considered in show planning. Har- 
very’s also convinced manufacturers that there would 
be plenty of aisle space to accommodate anticipated 
crowds. 

3. An excellent crowd was guaranteed. Harvey’s 
knew that a good turnout just doesn’t happen. When 
manufacturers were solicited, they were shown full 
page advertisements ready to run, the continuity of 
a TV show and a long list of prizes to be given away 
to stimulate attendance. Manufacturers are impressed 
by a dealer who makes a sizeable investment of his 
own money. 

4. Something wis going to happen. Harvey’s sup- 
pliers approved the emphasis on demonstrations that 
would keep their representatives busy showing prod- 
uct applications of their products. Forty demonstra- 
tions took place and were promised in Harvey’s orig- 
inal appeal to manufacturers. These included cover- 
age of demonstrations of paint, roofing, siding, plastic 
wall tile, asphalt floor tile, floor cleaner and sealer, 
wall paneling, dry-mix products, sliding doors, hard- 

(continued on page 34) 
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Evans’ policy will pay off for you whether you 
are a distributor, dealer, or user of Douglas Fir 
Plywood. Under this policy Evaneer sales are 
handled by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


1. Evans 
through recognit 
2. Evens backs distributors ond deolers - 
aggressive merchandising and promotion material. 


ed distributors. 


1. Evens, on Associote Member of the National 
Piywood Distributors Association, actively par- 


a ond programs to enhance the 
strengthen struct 
leshed manufacturer. es @ of the estab. 


ot Dhrwood detec nt toate method 


Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt- 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex- 
terior water-proof Douglas Fir Plywood. 
Evans Products Company, Western Diti- 
sion, Dept. S-10, Plymouth, Michigan. 
Mills at Coos Bay, Ore.; Roseburg, Ore.; 
Vancouver, B.C. 


DOUGLAS FIR PLYWOOD ond WO0D PRODUCTS > 


MEMBER + DOUGLAS FIR PLYWOOD ASSOCIATION 


BuILpING Propucts MERCHANDISER (To obtain move data on advertised products see page 79) 
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THREE PAINT exhibits merchandised this popular 
handyman product. Women customers especially, as 
shown above, kept demonstrators busy answering their 
questions. 


DO-IT-YOURSELF SHOW 


board items, insulation, millwork and gypsum prod- 
ucts, 

5. The shows were scheduled for week-ends. Sup- 
pliers prefer keeping their salesmen in their terri- 
tories during the week. Harvey’s show was on two 
successive Sundays from 10 a.m. to 3 p.m. Factory 
men found the hours reasonable and cooperated will- 
ingly. 


(begins on page 32) 


How It Went Over 
The first Sunday’s attendance was about 2,800. The 
following Sunday registered 4,200, indicating that 
many people who had attended the first show had 





CROWDS MOVED quietly from exhibit to exhibit watch- 
ing the demonstrations. Samples and sales literature 
were given all adult visitors who showed a sincere in- 
terest in the products shown 


told their friends it was worth seeing. All the store’s 
varied departments were open and staffed by 18 
regular Harvey salesmen. Actual sales, of course, 
were not the purpose of the show. In the words of 
Harvey Goldberg, vice-president, “we hold these shows 
to acquaint people with the newest in building mate- 
rials for remodeling and home repair. Our plans now 
call for a show twice a year—in both the spring and 
fall.” 

A total of 34 door prizes were awarded at the two- 
day show. At least one award was made of every 
building product demonstrated. Cocker spaniel pup- 
pies and dressed turkeys were also given to lucky 
visitors. 





MNES ' is all it takes 


to install a “4500” lock! 


...just 4 easy steps! 


1. After boring two holes (ac- 
cording to the template packed 
with locks), put the aligning 
tube into one of the holes. Then 


...and here’s how simple it is! 


Installation of a beautiful Sargent ‘4500’ 
Lock, in the hands of a skilled craftsman, takes pat the tnteb tate the allenine 
a fraction of the time required by conventional tube thru the hole in the edge 
mortise locks. From beginning to end, it’s the of the 


» door and screw it in 
huilder’s friend! A great time and moneysaver! 


place (Only 2 screws). 


That’s all, brother! 
t’s all done... 
fast, easily and right 


Write your supplier or us for further 
information. Dept. 3K. 

2. Now put the aligning pin 3. Now push the knob and 
all the way in. This is easy, spindle into the lock (with 
too. the retainer on TOP) 
and push down on the re- 
tainer. Push the latch in to 
help the spindle enter. 


4. Tighten the roses evenly 
by hand and finally, tighten it 
with the special wrench that 
comes with each lock. 


*Exhaustive laboratory tests 
showed that a carpenter 
averaged 5 minutes and 15 seconds to install a Sargent 
4505'4 lock (including boring mortise and cross bore holes) 


SARGENT AND COMPANY, New York» NEW HAVEN, CONN. « Chicago 
Builders Hardware and Fine Tools since 1864 
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QUALITY IN 
3-DIMENSIONS 


MEDCO is better lumber all ways 


You don’t need glasses for a true perspective of Medco lumber. Its quality 
stands out in every true-cut dimension. Easy on the touch, too — proper 
manufacture from choice old growth timber makes it smooth, nice to han- 
dle, nice to work. You can fill your builders’ needs from a variety of 
products and species, all carefully kiln dried, all graded and regraded 3 to 4 
times before the Medco brand goes on. This adds up to better quality lum- 
ber by any standard. 


3-Dimension Quality in 5 Great Species. 
Contact your Medco representative today! 
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Hottest Window 


VERTICAL SLIDE 


HORIZONTAL SLIDE 















































Galvanized Steel 


PRIME WINDO 


Complete, Fully Pre-Assembled Units, 
glazed, finish-painted, hardware attached, 
All Ready to Install in Window Openings 


...And Here are 3 Big Reasons Why 


1 GIVES YOU AN AVERAGE GROSS PROFIT RANGING UP TO 20% MORE THAN OTHER 
@ TYPES OF WINDOWS! You make more money on Rusco Prime Windows because 
your profit is figured against a complete job. The Rusco Prime Window is pre- 
glazed, pre-painted, completely fitted with hardware and surround. The profit for 
glazing, painting, attaching hardware and the surround goes to you instead of 
somebody else. When you sell conventional windows, you miss out on some or 
all of these profits. 


2 INSTALLED COST 1S EQUAL TO OR LOWER THAN THAT OF THE CHEAPEST WINDOWS! 
@ Because Rusco Prime Windows are fully pre-assembled, finish-painted and 
fitted, they eliminate on-the-job glazing, painting, re-fitting — make big savings 
in time and labor. 


PLUS FEATURES GALORE! Sliding glass panels are removable from inside, for 
easy cleaning. Insulating sash provides Magicpanel® rainproof, draft-free Sliding gluse end screen incerts 
ventilation—is ideal for air conditioning. Built-in weatherstripping. Positive are easily removed from inside 
t tic locki for convenience in cleaning. The 
automatic locking. Rusco removable sash feature 
has tremendous appeal as a 
If you would like more information, we will be glad to qonmaniones and exfety Feature. 


have a personal representative call. Just phone or write 


Dept. 7-AL103 THE F. C. RUSSELL COMPANY « Cleveland 1, Ohio 


IN CANADA: 
TORONTO 13, ONTARIO 
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MINERAL WOOL 
HOME 
INSULATION 


with the 
B-H Merchandising Package 


Put the many B-H sales helps to work and you'll find them 
packed with plenty of selling power. Counter Displays, 
Decals, Wall Posters, Sales Literature and Newspaper Mats 
TUT, ~ will bring you increased 
over-the-counter 
business... 
and cut your 


F Gemunbet by 
Good Housekeeping 


~ 
de) a’ 
745 anvennisto sales costs. 


in BIG Volume... 
Make More Money 


If you're looking for fast turnover, you'll 
find it with B-H Spun Blankets. Easy to 
handle, this insulation is extremely light— 
yet eliminates the buckling that needs 
three hands to install it. The time that B-H 
Spun Blankets save will bring your cus- 
tomers back for more again and again. 


BALDWIN- HILL COMPANY 


2010 Breunig Avenue Trenton 2, N. J. 


Kalemeroe, Mich. Huntington, Ind. Temple, Tex. 
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Dealer Home Show 


Model home 


5. Structural glass 


9. Casement windows 10. Acoustical materials iW. 


Floor coverings 


Paint demonstration 


Sliding doors 


7. Masonry products 


Paneling in 3-D 


8. Shingles and siding 


12. Electric ranges 


Open-Air Building Products Show Pulls Women 


Thirty-seven manufacturers’ representatives explain 
how to use their products at three-day show staged by New 


Jersey dealer. 


Full-page ads in eight north- 
eastern New Jersey newspapers 
brought big crowds to the three- 
day open-air home building and 
remodeling show sponsored by U.S. 
Building Products Co., Berkeley 
Heights, N. J. 

Gay-colored beach umbrellas set 
up around the grounds lent a car- 
nival atmosphere to the show, 
where 37 different exhibits rang- 
ing from a full-size model home to 
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electric light fixtures and kitchen 
cabinets were on display. 

Manufacturers’ representatives 
staffed the booths, passing out lit- 
erature, conducting demonstra- 
tions and answering questions. 
Many of the ‘‘booths” were simply 
plywood sheets stretched across 
upended sewer tile. 

“Small Homes of Better Qual- 
ity at Lower Cost” was the theme 
of the show. A full-size house built 


along modular principles was the 
main attraction. The house was 
erected by eight men in three days. 

Show hours ran from 3 p.m. to 
8 p.m. on Thursday and Friday and 
10 a.m. to 3 p.m. on Saturday. A 
large percentage of the crowd was 
women and couples frequently 
brought their children. 

“We made it a rule to avoid 
stunts and entertainment of any 
kind,” said D. B. Parcells, vice- 
president of the U.S. Building 
Products Co. “We concentrated on 
displaying the actual products and 
giving our visitors information on 
how to use these products in home 
building and remodeling.” 
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Modern 
Kitchen 
Building! 
































uit 
ete rang 


units are also easily installed in any standard 


counter-tops—in a variety of arrangements to 
match any kitchen plan. 


Here’s your opportunity to add a “bonus” to 
your sales of lumber and other home building 
materials! 


Cash in by offering both contractors and do-it- 
yourself customers the best-known “built-in” of 
them all—the new Thor Built-in Electric Range. 


One look at the Thor Built-in Electric Range 
will convince you that no other range is so easy 
to sell. Built-in oven is easily installed at any 
eye-level height desired. Top-surface cooking 


css | 
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Automatic Dryers 


— 
ad — om 
= = 


Spinner Wringer Refrigerators Freezers 


Washers 
THOR CORPORATION, Chicago 50, Illinois 


Complete, easy-to-follow installation instruc- 
tions furnished. A natural tie-in with your sales 
of related items such as kitchen cabinets, 
counter-tops, etc. Write or mail coupon now! 


THOR KITCHEN PLANNING CENTER 
Leeson Steel Products, inc., Dept. A. L. 
Subsidiary of Thor Corporation 
Chicago 5y, Illinois 


Gentlemen: Without obligation, send me the facts about how | con profit 


by selling the new Thor Built-in Electric Range. 
Nome 


Address 
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BASKET-WEAVE building 


24”x12”"x4” 


blocks 
are stronger and cheaper than com- 
petitive building blocks, according 
to Earle Brenneman. Blocks measure 


TILT-ROD SHUTTERS for interiors 
of windows will replace shades and 
venetian blinds and let in desired 
ae of light and air, says John R. 
Stiles. 


Dealers Score with New Products 


Two of Michigan’s retail lumber 
dealers who are also engaged in 
manufacturing recently came up 
with two products that may soon 
be of interest to dealers nationally. 

John R. (Jack) Stiles, president 
of Stiles Lumber, Inc., Grand Rap- 
ids, says that his millwork shop is 
now turning out interior tilt-rod 
shutters that are being distributed 
through lumber dealers. 


The practical and attractive 
wooden shutters are fully adjust- 
able to admit varying degrees of 
light and air and yet maintain 
complete privacy. The shutters 
are “double-jointed” which allows 
them to be folded completely back 
and away from the window. 

The interior window units may 
be used in place of shades, venetian 
blinds, and even curtains. They are 


easy for a housewife to clean be- 
cause she can readily reach both 
sides without removing them. Built 
with quality hardware, the moving 
parts are easy to operate. Stiles 
predicts the shutters will catch on 
rapidly in ‘“movable-gadget-mind- 
ed” America. 

Earle Brenneman, manager of 
Little Rock Lumber and Coal Co., 
Alma, says his firm’s block plant 
has just gone into production on a 
unique type of concrete building 
block with a curve built into the 
surface. Walls of a building made 
with the blocks have an unusual 
basket-weave pattern. 


The exterior building blocks may 
be used as substitutes or veneering 
for standard concrete building 
blocks. The blocks measure 24”x 
12”x4” thick. They weigh about 65 
pounds. They are made in a wide 
range of colors. They are flat on 
both edges and on the back, mak- 
ing a smooth interior wall. 

Brenneman says the blocks cost 
less than competitive building 
blocks and they are stronger. The 
blocks now in production are in- 
tended for use in commercial build- 
ings. The firm is considering scal- 
ing down the block for use in house 
construction. The first building to 
use the new block (Gittleman’s 
Ladies’ Apparel) is now under con- 
struction in Mt. Pleasant, Mich. 








“SUPERIOR” Re - Manufacturing 


MARYSVILLE, CALIFORNIA 


Specializing in 


excellent quality dry 


Ponderosa, Sugar Pine, 
White Pine and Douglas Fir 


carefully manufactured, smooth and trimmed 
and WPA graded — Superior Lumber Com- 
pany’s re-manufacturing plant at Marysville, 
California is priraarily set up for Industrial 
shipping, supplying straight carloads and 


SUPERIOR LUMBER 
SALES COMPHNY 
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lumbia-maties the only 
TENSION SCREENS on the market 





that are automatically self-adjusting! 





Don’t confuse Columbia-matics with ordi- 
nary tension screens! Columbia-matics are 
the newest, safest, most modern way to 
screen a double-hung window. 


Exclusive features make them su- 
perior to anything on the market 


Columbia-matics are full length, yet frame- 
less . . . use only a top and bottom rail. 
Bottom rail is spring-loaded . . . automat- 
ically puts right amount of tension on 
screening. Keeps it drum-tight to blind 
stops at all times . . . automatically com- 
pensates for unevenness in sill, tempera- 
ture changes. Screen can’t sag or ripple. 
Easy-open tension locks anchor screen 
firmly, flip up to open. Both spring-loaded 
bottom rail and locks are patented Colum- 
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bia-matic exclusives . 
other screen! 


. . available on no 


No out-of-yard service—9 out of 10 
homeowners can measure and install 
them. Ready to mount from inside. Only 
seven screws. No template. With today’s 
booming **do-it-yourself’’ market, 
Columbia-matics are a sales natural. 


A packaged item—no bulky inventory 
14 sizes take care of 90° of your mar- 
ket. Special sizes on 48-hour order from 
convenient assembly points. 


Customer satisfaction assured Precision- 
made for perfect fit. Can’t swell, stick, 
warp. All aluminum—won't rust or 
drip-stain house. No painting, mainte- 
nance. No hardware on sill to snag 


clothing. Roll up for compact storage. } 


Here’s the most 
powerful advertising 
and promotion plan 
ever put behind a 
window screen fo 
pre-sell Columbia-matics 
for you next Spring 


PLUS complete merchandising 
and point-of-sale material 
to close the sale: 


Consumer folders, how-to- 
measure instructions, en- 
velope stuffers, counter cards, 
window streamers, display 
models, “as seen in” cards, 
publicity releases, radio and 
TV announcements, news- 
paper mats. 


Send the 
coupon NOW 
for complete 

details 


Columbia Mills, Inc. 

Dept. M10 

Syracuse 2, N. Y. 

Please send complete details on 
Columbia-matic Tension Screens, 





Company 





Address 





City... 


Zone 


| 
| 
| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 
| 
| 
| 
| 
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AMERICAN HOME 

, BETTER HOMES & GARDENS 

over 15 million people in the following publications: | wouse seauTieut 

LIVING FOR YOUNG HOMEMAKERS 
SUNSET 


This attractive ad in full color will appear in November reaching 





it-vourself ” business 


November Weldwood advertising tells 15 million people to go to their local lumber yard 
for Weldwood paneling and Easi-Bild patterns 


STOCK EASI-BILD PATTERNS CASH IN ON WELDWOOD “DO-IT-YOURSELF” 
Pisin st lalihis Gillin ohis sacs AO 3 NATIONAL ADVERTISING BY LOCAL PROMOTIONS 


find they attract more customers and build sales The ad on the left, in full color, will appear 
volume in the tremendous “do-it-yourself” market. The in November in magazines with a total readership of over 
assortment includes 171 different patterns packed in two 15 million! Make this advertising build sales for you! 
under-the-counter trays, 200 catalogue folders, a counter 
display book and 4 newspaper mats. The patterns included 
in this assortment specify plywood and other materials 
with an average over-the-counter value. of $18,000. 


a) Build one or all of the beautiful pieces of furniture 
pictured in this ad so your customers can see exactly what 
the finished product looks like. 


b) Use the free blow-up of the ad as a background and the 


CARRY THE COMPLETE WELDWODD LINE free “do-it-yourself — with Weldwood” window streamer as 
an eye-catcher. 
vs Fir plywood is a splendid building product with a : 


coulitinade: aff taut. Wik conesnt- Neale deel c) Use Weldwood and Easi-Bild newspaper mats. 
discovering the sales possibilities of Weldwood Hardwoods d) Send out free Weldwood mailers and envelope stuffers. 
ved het yous and wall paneling. Fhe use of these e) Keep your Weldwood hardwood display where it can 
iardwood panels for new construction and remodeling eles 

represents a rapidly growing trend. Stock the complete, ‘aden 

heavily advertised Weldwood line, including new Novoply, 


Weldwood paneling is available at United States Plywood 
Surfwood and Honduras mahogany Plankweld. 


Corporation and U.S.-Mengel distributing units everywhere. 


“YOUR LUMBER COMPANY 





Here's your Easi-Bild counter display and An eye-catching window display like this New product in the Weldwood line is 
under-the-counter container. You make will build traffic and sales. Use the free Novoply—the FLATTEST panel ever made. 
money on the fast-selling patterns ... you Weldwood “do-it-yourself” streamer, the ad Ideal for wall paneling or for non-warping 
make money on the material you sell to blow-up. Build actual furniture to show your sliding closet doors. In pine or California 
make the products the patterns specify. customers what they can do with Weldwood. redwood, *4" and %4” thick: good both sides, 


BRANCHES IN SIXTY PRINCIPAL CITIES. 


United States Plywood Corporation AL-10-53 
SE West 44th Street, New York 36, N. Y. 


Weldwood 


United States Plywood Corporation 

WORLD'S LARGEST PLYWOOD ORGANIZATION -_ 

55 West 44th Street, New York 36, N. Y. \. Weldivoot a E 
and 

U.S.-Menge! Plywoods, Inc. 


Louisville, Ky. are registered trademarks 


Please have Weldwood salesman contact me | | 


Please send me full details about Easi-Bild Patterns | | 
oe 


Novoply, Weldtex, Plankweld, 
and Surfwood 





LIGHT FIXTURE DISPLAYS are furnished by many manufacturers. 


tures for specific locations 


Salesman points out advantages of specific fix- 


Five Ways to Sell More Lighting Fixtures 


This article tells you how you can cash in 
on fixture sales by: 

. Good advertising and display methods 
. Supplying fixtures for specific needs 

- Remembering the rules of good lighting 


l 
2 
3 

4. Asking customers the right questions 
5 


- Knowing where to place outlets 


Sound merchandising of lighting fixtures for new 
homes, remodeling and replacements can mean more 
profit and turnover for you! 

Because electrical fixtures are an integral part of 
every home, more dealers are realizing they must 
stock, display and sell these items if they are to meet 
the complete needs of the homeowner. 


Your Light Merchandising Quiz 
Check your electrical fixture display against these ques 
tions. If you can answer yes to all of these, you should be 
doing a good business in this department. 

1. Do 1 stock at least one recognized and qualiry brand 
of fixtures? 

2. Does my line include fixtures for ALL house and garage 
interior and exterior uses? 

3. Is my display adequate and not jumbled or confusing? 
Are my displays visible from the street or at least 
represented in my show windows? 

Do | advertise enough to remind people that | carry 
these fixtures? 

Do | know enough about how a home should be 
lighted? 


Here are important questions you should ask the 
customer who has cone to buy lighting fixtures for a 
new home or to replace existing fixtures: 


1. Is it a one or two story home? 
How many rooms? Bedrooms? 
What is the exterior construction? 
Has the house been plastered? 
How many outlets for fixtures? 


Know Customer’s Price Range 


The answers to these preliminary questions will 
provide important information which will enable you 
to suggest suitable fixtures in the customer’s price 
range. If the home has not been plastered you will 
have an opportunity to suggest some of the modern 
recessed lighting fixtures. 

Next, you and your customer might go into an 
outlet-by-outlet discussion of his home lighting needs. 
For each lighting problem, of course, you must first 
determine the type of outlet (wall, ceiling, height, 
etc.) so you can intelligently recommend a specific 
fixture. 

Let’s start with a discussion of exterior (front 
porch, back door, garage) fixtures to help orientate 
the customer to your display and to get him thinking 
in terms of individual lighting requirements. For out- 
side use you can emphasize that brass, copper and 
other units will not rust or disintegrate in the weather. 
Point out that front and side (back) door fixtures 
should match if both are visible at the same time from 
the street. 

Choosing the Design 


Copper or brass fixtures go well with stone or ma- 
sonry; black lantern-type fixtures look well on white 
siding. If door outlets are above °4 height of the door, 
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BATHROOM LIGHTING TREND calls for lights on both 
sides of the mirror, alsc a ceiling light. 


hanging type fixtures should be used; if outlets are 
below the = line, upright units should be used. 

If front door vestibule is larger than 30 square feet 
you can please the customer by properly calling it a 
reception hall. Location of outlets here must be de- 
termined accurately in case a lighting fixture might 
interfere with door swing. Fixtures should be large 
enough to provide light for hanging coats in the hall 
closet. The same fixture design used in the front hall 
may also be used in other passageways whether on 
the ground or second floor. 

Ordinarily you will find kitchen outlets in the center 
of the ceiling, over the sink and over the dining area. 
You may suggest other outlets for lights over the 
range or in or near cabinets or closets. Because some 
women have an aversion to fluorescent lights it is a 
good idea to inquire what kind of lighting the lady 
likes best. If fluorescent is used as the major ceiling 
light it also should be used over the sink for the prop- 
er light pattern. A different type of light over the 
dining area of a kitchen will help divide the separate 
areas even if no partitions or walls exist. 


Bathroom Lighting Trend 


In bathroom lighting the trend is towards a ceiling 
light and lights over or on both sides of the mirror. 
Many shower stalls can be fitted with special water- 
proof units. Powder rooms (toilet, lavatory and mir- 
ror) may be lighted only with fixtures on each side 
of the mirror. You should be sure convenience outlets 


Good Lighting Rules-of-Thumb 


You might ask: “What IS good lighting for a room?” A 
leading manufacturer of lighting equipment recently answered 
this question with two easy-to-remember rules-of-thumb: 

Rule No. 1—For fluorescent ceiling lighting in kitchens, din- 
ing rooms, study or other areas where good light rather than 
decoration is the goal, you should advise: 


A 2 watts per square foot as excellent 

B 12 watts per square foot as very good 

C — 1 watt per square foot as good 

D — % watt or less per square foot as insufficient. 


Note: Triple wattage for incandescent lighting. 
Rule No. 2 — For computing the proper size of ceiliry fix- 
tures for bedrooms and living rooms: 
A Add the length and width of the room together 
(a room 10’ by 10’ equals 20). 
B Divide the total by 2 (20 divided by 2 equals 10). 
C Then multiply this total by 1% which gives the 
correct diameter or spread of the fixture (10 
times 1% equals 15”—size of the fixture). 
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GOOD LIGHTING WILL DRAMATIZE your own displays. 
Sawyer’s in Worcester, Mass., uses recessed lighting in 
the ceiling, spotlights on the posts and indirect lighting 
in the lower display boxes to call attention to their at- 
tractive gifts 


are provided as part of the fixtures near bathroom 
mirrors. 

Determine the size of bedrooms so the proper size 
ceiling fixtures can be suggested. Ordinarily, uniform- 
ly styled fixtures can be sold for all bedrooms. White, 
beige and other neutral colors will harmonize with 
any decorative scheme. You should also stock pastel 
colored ceiling units to match colored walls and furn- 
ishings. 

Ceiling fixtures for the dining room (or alcove) 
should give a sufficient amount of glareless light to 
create a sparkle on the table. You can also recom- 
mend adequate light to illuminate the table top when 
used by children for school work. Height of the ceil- 
ing will bear consideration in selection of suspended 
types of units. The idea of ceiling-type fixtures over 
dining areas should be discarded if the housewife in- 
tends to move the dining table every other weekend. 


Pick It Out 
Take It Home ren 
Hang It Up 
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Compictes (amber Mmke fr Home Butding 


LIGHT FIXTURES SHOULD BE ADVERTISED often 
enough to remind the public that you handle these items 
Note this Kansas City firm prices each fixture 
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Galders 


Please check with your Architect 
and Chief Underwriter on 


Yew F.H.A. MIN:MUM 


PROPERTY REQUIREMENT 


SPECIFIES angle protection for 
all external corners of drywall 
finish. 


Beape < 


meets and exceeds this requirement with labor 
and material saviags. BeadeX 

only rust-proof but crack-proof. 

inated and introduced 

to the drywall era. BeadeX is reg. U. S. ‘ 
off. U. S. Pat. 2,593,859, U.S. Pat. 2,649,890, 
Canada Pat. 487,518 and other patents pending. 


Please note reasons why BeadeX is correctly 
designed for drywall finish. 


1 Regular joint tape and a formed metal 
* angle, both of sufficient widths, are pos- 
itively bonded together into a single unit for 
fast application and for crack preventive tape 
reinforcement over metal edges. Continued 
metal legs furnish balanced base bearing sup- 
port and the tape wings give vise like, per- 
manent attachment of the metal angle to the 
wall for full coverage and latent protection. 


The BeadeX metal cleaning and bonding 

* process with use of everlasting quality 

glue enables BeadeX producers to guarantee 

inseparable adhesion of the be tape to the 
metal angle in genuine BeadeX. 


BeadeX has no exposed metal, no extreme 
* protrusion, nor metal without legs for 
balanced base bearing support, to cause crack 


lines, decorating problems of flimsy corner 
protection. 


4 There are no nails through the metal to 
* encourage the wall corner to follow 
framing material shrinkege and ruin wall and 
corner straightness. BeadeX does not exceed 
thirty five thousandths of an imch in thickness 
and will create no bulky contour requiring 
unnecessary waste of costly joint cement. 


5 BeadeX aligns and keeps corners straight 
* regardless of warped or crooked framing 
materials. BeadeX corners will withstand ex- 
traordinary abuse and remain flawless and in- 
tact for the life of the wall. 


BeadeX is installed by tradesmen with the 

* "know how” for better walls. The dry- 
wall tapers are specialists in wall finish. Art 
Dunlap, president of BeadeX Sales, Inc., and 
the inventor of BeadeX, is a taper by trade. 


Genuine BeadeX has the name printed on the 
product. 


Buy BeadeX only from your dealer 
BeadeX Sales Inc. 4615 Eighth Ave, N. W., 
Seattle 7, Wash. 


BeadeX of Canada (itd.), Box 317, Kingston, 
Ontario. 





Gentlemen: 


Please send me complete 
details on: 


() BEADEX Corner-bead (Outside corners) 

[] BEADEX Corner Rite (Inside corners) 

() JAMBEX (The Revelation Drywall re- 
veal trim for door and er wood 
jambs.) 

Name 


Address 


.... Zone... State. 
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ORIGINAL OFFICE AND YARD of the Peoples Lumber Co., 


HR 
ner ee 
Ventura, Calif. 


This picture was taken in the early 1890’s. More about this yard and how it 
operates today in American Lumberman’s 80th anniversary issue, Dec. 14, 


1953 


Enter American Lumberman’s 
S8Oth Anniversary Picture Contest 


American Lumberman is observ- 
ing its 80th year of continuous 
publication with a special anniver- 
sary issue on Dec. 14, 1953. Have 
you got a picture of your store or 
yard taken many years ago? If 
you have, why not enter it in 
American Lumberman’'s 80th anni- 
versary picture contest of old-time 
yards. 

The rules are simple: 

1. The picture should be clear 
enough for magazine repro- 
duction. 

It should show either the ex- 
terior of your yard or store; 
or an interior scene of your 
office and personnel at work; 
or some phase of your oper- 
ation (deeorated lumber cart 
in Jw'y 4th parade, for ex- 
ample). 

Posed pictures of employes 
are not solicited. 

Write your name and ad- 
dress clearly on the back of 
the picture and forward to 
American Lumberman, 139 
North Clark Street, Chicago 
2, Ill. Each picture will be 
returned. Pictures must be 
received by Monday, Nov. 23. 
On a separate sheet of paper, 
write a brief description of 
the scene illusirated; state 
approximate year picture 
was taken; also any brief 


highlights of the yard’s op- 
eration — deliveries, buying, 
bookkeeping, customer rela- 
ations, etc. — which interest 
you. 

If your store today has a 
modern exterior, send that 
picture along, too. However, 
only old-time pictures will be 
judged. 

The most interesting old-time 
pictures received will be published 
in our 80th anniversary issue. Cash 
prizes of $10, $5 and $3 will be 
awarded to dealers sending in the 
most interesting pictures. Ameri- 
can Lumbermen editors are the 
judges. Why not take a look 
through your scrapbook today? 


“New Profits in Tool Rentals” 


Many dealers are making extra 
profits with a tool rental depart- 
ment. Other dealers are considering 
tools for rental. Both groups face the 
same problems: 

How to select tools to rent; how to 
set rental fees; how to keep tool 
rental records; how to make money 
with acceesories: how to advertise 
tools; when to sell used tools. 

You will find the answers to these 
questions in a valuable reprint ar- 
ticle from American Lumberman en- 
titled, “New Profits in Tool Rentals.” 
Just send 10¢ to American Lumber- 
man, 139 North Clark St., Chicago 2, 
Ti, and we'll mail your copy at once. 
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...there’s never been another window of equal 
simplicity for assembling—for unsurpassed 
ease of installing—for free sliding and snug 
fitting qualities. Here’s a KD, bundled, semi- 
assembled, completely prefitted, fully weather- 
stripped, counterbalanced window—ready to 
assemble by Jobber, Dealer or Builder. Feature 
by feature, point by point; for economy, for 
design, for operation, you'll find it indeed 
superior to any other window on the market. 
Write for your free copy of the new Superior 
Window Booklet. 


THE 
HE ART 
OF THE 


DILL-WEL 


SUPERIOR WINDOW UNIT 











...is the 
Exclusive BILT-WELL 
Jamb-Liner Weatherstrip 


Twice as Weathertight ... yet 
requires only 1/10th the effort 
to open or close 


The Bilt-Well Line—everything in woodwork for the home 

Superior Unit Windows « Clos-tite Casements « Nu-Style & 
Multiple-Use Cabinets + Bilt-Well Sectional Overhead Garage 

“id well Doors « Superior Door Frames « Carr-dor Garage Doors « 
Bu! rh erty WELL Combination Doors « Screens & Storm Sash « Basement Unit 
pg WOOD ¥ WORK Windows + Shutters « Exterior Doors « Interior Doors + 
Entrances « Louvers & Gable Sash « Corner Chind Cabinets + 

Ironing Board Cabinets « Mantels + Telephone Cabinets + Stair Parts 


CARR, ADAMS & COLLIER CO, 1068 Jackson street, ousuGUE, IOWA 


BuiLpiInc Propucts MERCHANDISER (To obtain more data on advertised products see page 79) 
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One Key Opens Many Locks. Although it has been employed 


for years, master-keying and keying alike is today’s big news in 


key convenience is now available to low cost housing in the new 
YALE “Preassembled” Farrieip lockset. With single key feature, 
virtually all locks about a home can be operated by one key. 


NOW SINGLE KEY CONVENIENCE © 


the mass building field. Once restricted to luxury homes, single 


FOR MASS BUILDING FIELD 


Men in the mass building field have an impor- 
tant new feature to offer the bargain conscious 
buyers of new homes. It's single key convenience, 
now available for the first time in low cost hous- 
ing with the introduction of the new YALE* 
“Preassembled” Fairrieip (Series 5200). 

This advanced residential tubular is available 
in polished solid cast brass and cast aluminum 
with a satin finish. Five basic functions of en- 
trance, passage, patio, bedroom and bath, offer 
a complete line to satisfy every building require- 


New Yale 5200 Fairfield Design Tubular Lockset First in 
its Price Class to Offer this Important Security Feature 


The Fairfield 


ment. In addition, it boasts a wrought steel case, 
rugged girder construction and comes in only 
three pieces...each a preassembled unit... for 
rapid foolproof installation. It has push button 
locking...decorative accessories...and, most im- 
portant of all, the name “YALE”...a trademark 
instantly identified with security and quality. 

‘These features combined with the beauty and 
simplicity of the new “Preassembled” FairFievp, 
make it far and away the top buy in residential 


The Greenwich 
Escutcheon 


The Westbrook 


The Arlington 
(Colonial) 


(Modern) 


Yale “Preassembled” Fairfield combines rugged con- 


BuILp1InG Propucts MERCHANDISER 


struction with trouble-free operation. The new FAmFieLp 
has decorative Slip-on handles and escutcheon to accent 
both modern and colonial door styles. 


*Registered in U. S. Patent Office 


locksets for both builder and buyer alike. The 
Yale & Towne Manufacturing Company, Lock 
and Hardware Division, Stamford, Connecticut. 
In Canada, St. Catharines, Ontario. 


(To obtain more data on advertised products see page 79) 





NEWS 


(begins on page 8) 


NRLDA OFFICERS include, left to right, H. R. “‘Cotton”’ 
Northup, executive vice-president, Washington, D.C.; 
H. W. Blackstock, newly elected treasurer, Seattle; Wat- 
son Malone III, vice-president, Philadelphia; Henry W. 
Munnerlyn, president, Bennettsviile, S.C., and Ed Libbey, 
secretary, Washington, D.C 


MEMBERS MANUFACTURER - DEALER coordinating 
committee, left to right, Paul DeVille, R. A. Schaub, 
Elias W. Nuttle and Russell Nowels 


THE MERCHANDISING COMMITTEE was especially 
busy during the convention. Members of this vital com- 
mittee are, left to right, Fred S. Stephenson, Deyo W. 
Johnson, Harvey Richards, Maurice R. Large, Thomas J. 
Fox, Russeil Nowels, chairman, Philip Creden and Elias 
W. Naittle. 


BUDGET COMMITTEE of NRLDA has as its members, 
left to right, Raymond Schaub, R. Ned Ball, W .W. An- 


derson, Winfield Oldham and Joe Kirk . 


NRLDA Considers National Home Show 


The possibility of a national 
home show sponsored by the Na- 
tional Retail Lumber Dealers As- 
sociation was a step nearer this 
month after a five-day convention 
of NRLDA members at Las Vegas, 
Nev. 

The convention, which met Sep- 
tember 27 through October 1, 
unanimously approved a_ resolu- 
tion to appoint a committee to 
study the merits of a national 
show, perhaps at Chicago. The 
event would be sponsored to pro- 
vide additional income for in- 
creased NRLDA promotional ac- 
tivities. 

About 500 dealers and their 
wives attended the convention and 
a “bachelor” was a rarity. Con- 
vention hours were set to provide 
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maximum enjoyment for the dele- 
gates. The headquarters hotel was 
appropriately named “The Last 
Frontier” and the exotic surround- 
ings were a strange blend of the 
old wild west and the sophistica- 
tion of the present. 


Two Roundtables 


The first session on Monday was 
devoted to meetings of the Lumber 
Dealer’s Research Counc’] and the 
nominating committees. The af- 
ternoon featured two excellent 
roundtable discussions. One of the 
sessions was on the subject of 
meeting declining sales volume. 
Moderated by Russell Nowels the 
session provoked high dealer in- 
terest and many delegates were 
sorry to see the roundtable end. 


Dealers were equally interested 
in the other panel which ran sim- 
wtaneously with Everett Wilson, 
NRLDA public relations counsel, as 
moderator. The subject, “Employe 
Incentives” stimulated lively deal- 
er participation. 


Fighting Prefabs 

The Lumber Dealer’s Research 
Council was represented by chair- 
man Clarence Thompson who 
sketched the significant progress 
being made in the development of 
an engineered house which will en- 
able dealers to compete effectively 
with prefabricators. Details of this 
important program will be pub- 
lished in a subsequent issue of 
American Lumberman. 

The Merchandising Committee 


October 19, 1953, AMERICAN LUMBERMAN & 








met Tuesday morning and in a re- 
port to the convention told of the 
interest and cooperation promised 
by manufacturers as a direct re- 
sult of the recently published 
NRLDA Merchandising Calendar. 
In accepting the committee’s report 
the convention voted to waive the 
copyright on the Merchandising 
Calendar to manufacturers, trade 
publications and others who could 
further publicize it for the benefit 
of the industry. 


Fewer Members 


In his opening remarks at the 
afternoon session Henry Munner- 
lyn, president of NRLDA, praised 
the work of all standing commit- 
tees and thanked them for their 
cooperation. Later H. R. Northup 
reported an anticipated drop in 
membership from 13,388 yards in 
1952 to about 13,061 this year. The 
treasurer’s report read by Albi 
Barksdale in the absence of Fred 
Stair showed an operating surplus 
for 1953 and a healthy reserve. 

Tuesday’s session was well at- 
tended when Charles Price spoke 
on “The Robinson-Patman Act and 
the Lumber Dealer.” Price blasted 
the hopes of some members that 
the problems of contractor-selling 
wholesalers and wholesale-buying 
dealers could be met by collective 
or association sponsored action. In 
positive terms he pointed out that 
any group action on such matters 
should first be cleared with the De- 
partment of Justice and that 
chance of approval was slim in- 
deed. 

At Wednesday’s session H. R. 
Northup, executive vice-president, 
gave a very comprehensive survey 
of the housing agencies of the gov- 
ernment and their signifieance to 
the dealer with special reference to 
the home financing problem. 


Higher Dues 


When the budget was presented 
some of the associations chal- 
enged a proposed increase in dues 
from $13.50 a yard to $15.00. It 
was pointed out by some that with 
the national association engaged in 
merchandising and education ac- 
tivities on an expanded scale, it 
was unjust to ask a small town 
yard to pay the same membership 
fee as a large metropolitan yard. 
During the discussion a demand 
for a clarification of the responsi- 
bilities and service performed by 
regional and the national associa- 
tion became apparent. Many be- 
lieved that this was necessary be- 
fore a sound basis for assessing 
dues could be decided. 

The 1953 NRLDA officers were 
all re-elected with the exception of 
treasurer. Herbert W. Blackstock, 
Blackstock Lumber Co., Seattle 
was named to this office. 
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Pitched Lumber Piles 
Are Also Efficient 


The two concrete foundation 
piers for outside lumber storage at 
the Brannum Lumber Co., Racine, 
Wis., were built of different heights 
so each stack “roof” would have 
a slight pitch for good drainage. 
The leaning stacks also are easier 
to unload because gravity helps 
out. 

Air can circulate thoroughly in 
the stack because spacers are in- 
serted at every fourth “course” 
as the lumber is stacked. And, each 
board end juts out about 1,” 
above the board below giving the 
stacks an extremely neat, futuris- 
tic look. 


Guideposts to Good 
Dealer Credit Policy 


Collections is the No. 1 prob- 
Jem this year for many dealers. 
Different dealers handle this prob- 
lem different ways (see American 
Lumberman, March 9, 1953, page 
94, “Dealer Clinics Discuss Critical 
Operating Problems.”’’) 

Craige Ruffin, co-partner, Ruf- 
fin & Pavne, Inc., Richmond, Va., 
suggested these guideposts to good 
credit policy at the convention of 
the Florida Lumber & Millwork 
Association. 


1. Our firm is liberal with cred- 
it. I encourage the use of credit, 
but I take the necessary steps to 
protect the firm. We never fail to 
use our lien rights if such are ne- 
cessary. In most cases where 
credit appears to be shaky, we en- 
deavor to work out an arrange- 
ment between the contractor, the 
owner and ourselves before the job 
is started. 


2. We frequently use Dun and 
Bradstreet’s, the local Retail Mer- 
chants Association and the Rich- 
mond Credit Men’s Association. 


This last organization is devoted 
especially to the contractor trade. 

3. Naturally, we encourage 
cash business for this is where the 
cash register really rings. Over the 
past few years about 10% of our 
trade has been cash. Saturday 
morning and small COD orders are 
responsible for most of this cash 
trade. 


4. Installment selling is some- 
thing that I have my sights on. 
We have not actively engaged in 
it, but from our observation it is 
well-worth trying. 


Uses Kaylo to Line 
Fireplace Flues 


The right material plus the in- 
genuity of the W. P. (Bill) Atkin- 
son Lumber and Manufacturing 
Company has resulted in a better 
than 50% reduction in the cost of 
building fireplaces in the company’s 
new 1500-home development in 
Midwest City, Okla. 

By using prefabricated high tem- 
perature pipe insulation instead of 
conventignal materials for flues, 
the company has reduced fireplace 
costs from approximately $600 
each to less than $300. Tested for 
nine hours in a maximum wood 
flame without ill effects, the pipe 
insulation flue has been approved 
by local VA and FHA authorities. 

The pipe insulation used for the 
flues is Kaylo, a hydrous calcium 
silicate material produced by the 
Kaylo Division of the Owens-Illi- 
nois Glass Company. Used in high 
temperature insulation applications 
in a wide variety of industries, 
Kayo is lighter than wood, strong- 
er than most insulating materials 
and as incombustible as concrete. 
The same company also manufac- 
tures Kaylo roof deck which is sim- 
ilar to the heat insulation, but of 
greater density. 

The pipe insulation flues are 
self-supporting and rise from the 
top of prefabricated metal fire- 
places approximately 1114 feet to 
the chimney. Chimneys are wood 
with a fireproof, stucco lining. 

Designed by O. J. Olsson, Atkin- 
son designer, and Kaylo engineers, 
the flues can be installed in a frac- 
tion of the time required for sim- 
ilar installations with other mate- 
rials. Cost of the flue material is 
about $50 per installation. 
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New Plywood Promotion Aimed To Spur Dealer Sales 


Additional plywood sales for lumber dealers should 
result from the $350,000 promotional campaign un- 
dertaken cooperatively by the Douglas Fir Plywood 
Association and Grape Nuts Fiakes. 

Full-size patterns for early American furniture ac- 
cessories will be placed in 6,500,000 boxes of the cer- 
eal that go on grocers’ shelves about Nov. 1. The 
patterns, as cereal premiums, will be promoted on 50 
TV and 150 radio stations coast-to-coast for three 
weeks, and in displays in 200,000 grocery stores. The 
radio-TV copy will feature fir plywood as the pre- 
ferred building material for any building, remodeling 
or homecraft project. 


The plywood manufacturers expect the promotion 
to be highly effective in selling handy panels. It is 
centered in the full-size patterns with “how to” in- 
structions for a Pennsylvania wall box, early Amer- 
ican courting mirror, Williamsburg wall shelf, Pil- 
grim cradle, Dutch tulip knife box and Pilgrim foot- 
stool. 


The Roy Rogers air shows, sponsored by General 
Foods, will carry commercials reaching 15,000,000 
TV and 5,000,000 radio homes at the same time the 
sponsor’s 400-man sales organization distributes pos- 
ters to grocery stores and other retail outlets. 


Every pattern directs craftsmen to retail lumber 
dealers as the source for materials. 


The plywood industry offers dealers attractive win- 
dow banners to identify his yard as headquarters 
for plywood for the collector’s item furniture. Other 
sales tools, including radio spot announcements, are 
also available by writing Douglas Fir Plywood Assn., 
Tacoma 2, Wash. 


FULL-SIZE PATTERNS for these early American acces- 
sories will go into 6,500,000 cereal boxes starting Nov. 1. 
Each pattern advises the buyer to see his retail lumber 
dealer for the fir plywood panels needed to build these 
items. 
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Seibold says, “The elevator saw 
device enables one man to make 


judges for first prize. 

Printed in imitation flowers, the 
phrase “1853 Homebuilding - 
1953” was emblazoned on both 


Home-Made Elevator Saw 
Cuts Long Paneling 


An electric saw that runs up and 
down rolling door tracks like an 
elevator is proving to be excellent 
for cutting paneling and other 
wide, long boards at the Morris- 


town (N.J.. Lumber & Supply Co. 

Robert S. Seibold, president, 
says the parallel tracks allow the 
saw to go up to a height of 10’. 
The electric saw is turned on and 
off with a foot switch. A counter 
weight and pulley allows the saw 
to go up higher than a man’s head; 
a string attached to the saw’s 
handle permits the operator to pull 
it down when making a long cut. 

The tracks are mounted on 2x4 
units at the floor and the ceiling 
which allows room to slide the pan- 
el to be sawn in between the tracks 
and the wall. 
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8- and 10-foot cuts. Making similar 
cuts on a horizontal saw usually 
requires two men—one to handle 
the saw and one to hold the board. 
“This saw does a more accurate 
job on the longer cuts and it is 
much safer to use,” Seibold says. 


Dealer's Float 
Highlights Parade 


The simple but effective parade 
float of the Fred L. Ward Lumber 
Co. in Marshalltown’s (Iowa) re- 
cent centennial parade drew hun- 
dreds of favorable comments and 
was a prime “target” for camera 
enthusiasts. 

Fred L. Ward, president, says 
the float consisted of a small log 
cabin on one end and a modern, 
contemporary mock-up of a home 
on the other end. It depicted the 
1853-1953 centennial theme per- 


sides of the float platform, which 
was a flat-bed truck. The rear of 
the float carried the firm’s name 
also printed in flowers. 


Sign Helps Sell 
Acoustical Tile 


A point-of-purchase sign point- 
ing out that “these ceilings are 
finished with acoustical tile’’ helps 
the Whipple Lumber Yard, Bing- 
hamton, N. Y. merchandise the 
product. The sign is located on a 
drop wall which puts it between 
two ceilings that were finished with 
the tile which is manufactured and 
distributed by Whipple Yards. 

According to Gordon Goodnough, 
manager, customers in the store 
can easily see how the tile beauti- 
fies the store and all but eliminates 
nerve-wracking noise. 

A wood-fiber product, the acous- 
tical tile is used in homes, churches, 
factories, schools, radio stations 
and all types of commercial inte- 
riors. 
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Truscon helps dealers sell! 


As a Truscon dealer, you are supported by a 
well-stocked warehouse. These supply points 
are strategically-located nationwide to keep 
building products rolling to you... or to 
your customer’s jobsite. 


This unmatched warehouse system is at your 
service because Truscon recognizes that “on 
order” materials don’t get buildings up... 
that factory delays may waste time, waste 
money and lose customers. 


Here’s another example of dealer-minded 
sales policies... of factory backing that keeps 


Truscon dealers in on the ground floor... 


Look at the Truscon line! it’s big. Complete. 
Basic. Top quality. Highly salable. And, big- 
league backing helps you sell it. You get 
leads on new construction jobs. You get 
full-time warehouse support. You benefit 
from one of the most extensive advertising 
programs in the business — including the 
first dealer cooperative advertising plan in 
the industry. 


Now is the time to investigate your oppor- 
tunity with Truscon — an opportunity to get 
in on the ground floor ... and stayin... all 
the way. Your letter will bring full details 
by return mail. Write today. 


TRUSCON STEEL COMPANY 


REPUBLIC STEEL CORPORATION 


1058 ALBERT STREET . YOUNGSTOWN 1, OHIO 


MARK OF MERIT Export Department: Chrysler Building, New York 17, N. Y. 


PRODUCTS 


TRUSCON® a name you can build on 
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AND WELDED WIRE FABRIC 





this illuminated sign will do 


4 real selling fob for you / 


Pennvernon 
WINDOW GLASS 


ee? 
| Pennuernon 


| WINDOW GLASS 





HETHER it is placed in your win- 
dow, on your counter, or hung 
on your wall, this eye-catching red 
and purple illuminated sign will prove 
to be a bang-up sales producer. It is 
framed top and bottom with glowing 
red plastic bands and is a mere 11” x 
12” in size. 
We suggest you put this sales aid 
to work right away. It’s a point-of- 
purchase reminder to customers pass- 


Pennver HOM - window glass at its best! 


PAINTS 


PITTSBURGH 
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GLASS - CHEMICALS 


PLATE GLASS 


BRUSHES 


ing Or entering your store that you 
are “headquarters” for Pennvernon, 
which is recognized as “window glass 
at its best.” You-can get details from 
your local Pittsburgh Plate Glass 
Company branch or jobber. At the 
same time, be sure to ask him about 
the full line of sales helps that are 
available to assist you in stepping up 
your sales and profits on Pennvernon 
window glass. 


PLASTICS 


COMPANY 
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I-XL HAS EVERYTHING BUYERS 
WANT -- EVERYTHING YOU NEED 
TO MAKE SALES 





The I-XL Hardwood Line of Kitchen Styled for Quick Sales and Priced for 
Units makes the cash register ring for Profits. 
Dealers on MERIT of FINISH — B ' 
CONSTRUCTION and SALES acked by a firm who will celebrate 
APPEAL its 100th Anniversary this coming 
: year, the entire time of which was 
Over 80 Patterns from which to devoted to pioneering Wood Kitchen 
choose in Natural Birch Finish. Furniture. 








New Sink and Counter Top Plant. New Franchises are avail- 
Choice of Sink Bowls and Formica able at present time for 
or Linoleum Coverings. For the in- new Distributor and Deal- 
dividual unit, or one-piece overall —— ee ree 
Top custom built to your specifica- rey ; 


. a 4 r About I-XL! Send for com- 
tions. Fine workmanship and fairly plete information. Write 


priced. Dept. 97-A. 


THE I-XL FURNITURE CO., INC. 


Goshen, Indiana 
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No. 18 of a Series 


Plan Christmas Gift Ads Now 


Only a few short weeks until the Christmas shop- 
ping season begins! Up and down the street, mer- 
chants are planning their advertising and displays, 
hiring extra salespeople, knowing that customers will 
be plentiful and in the “spending-est’’ mood of the 
year. 


There'll be family conferences on “‘what to buy for 
whom.” Ads will be studied and re-studied for sug- 
gestions. Shoppers will be looking for ways to spend 
their gift funds. 


You handle many items of wide appeal. Now is the 
time to make merchandising and advertising plans 
designed to get a share of Christmas gift business. 


You can give your store that Christmas feelin’ with 
a few dollars’ worth of exterior and interior decor- 
ations, a Christmas tree, special displays of gift mer- 
chandise, gift wrapping service, scheduled Santa Claus 
appearances for the children. And you can run adver- 
tising that tells shoppers what you have to sell, why 
thye’re excellent gifts, how much they cost. 


Hand tools are “naturals” for gift promotion 
especially in view of the wide interest in do-it-your- 
self. Display them in windows and throughout the 
store in colorful gift wrappings. 


This and the next two ADservice mat pages will 
provide you with special illustrations for your Christ- 
mas ads. Copy and layout suggestions are included. 
This is just the material needed to give your “sales- 
man in print” the Christmas spirit. 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Please send the following ADservice mats: 
Page No. 18. | enclose $3.95. 

[] Pages 1 thru 12. | enclose $47.40. 

[] Pages 13 thru 22. | enclose $39.50. 

COMPANY 


ADDRESS 





Beg PS SS Brae 


SUGGESTED LAYOUTS using mats shown on oppo- 
site page. The power tool illustration is from AD- 
service Mat Page No. 6. You can easily make larger 
or smaller ads, since all mats are individual units and 
can be arranged to fit your own layout style. 


LIFETIME GIFTS Ae?/appreciate 


3-col. layout 


Copy under each il- 
lustration should de- 
scribe tool and give 
price range. For ex- 
ample: 


(Brand) Hammers 
Finest tool 
head, drop - 
heat - treated 
ished, straight-grain 
hickory handle. Per- 
fectly balanced. 

00 to 00 




















suggests 


FINE QUALITY 


Here’s a tip straight from TOOLS 4 


Santa Claus himself! If you Oh ae 
really want to please the maleS —_yjppime of use 
on your Christmas list, give a 
man’s gift — fine tools from 
(your name) 

Choose from nationally fa- 
IE TUNE, 4. 6. 5- sonescntnnecy 

, the quality brands 

that professional carpenters 
buy from us. 

Remember, good tools are 
lifetime gifts. You couldn't 
make a wiser choice. We'll 
gladly gift-wrap at no charge. 


COPY “A” 


00% 00 


2-col. layout =? a 


1 00% 00 


List, describe and 00 +0 00 
price tools in space | Bike 
at right of group | GIFT CERTIFICATES ————— 


illustration. — 
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ADservice MAT PAGE 
























MAT NO. 202 
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MAT NO. 203 














MAT NO. 205 








MAT NO. 204 























MAT NO. 208 


USE THESE MATS ALL 
YEAR! Your newspaper can 
easily take out the small 
Christmas decorations, leav- 
ing pictures of tools only. 
Mats can be “cast” over and 
over again. 






























































MAT NO. 210 MAT NO. 211 MAT NO. 212 











MAT NO. 209 NEXT TWO ISSUES — More mats for your Christmas ads 
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Among the Dealers 


Nebraska Sends Members 


Treated Posts Warning 

The Nebraska Lumber Mer- 
chants Assn. is sending all its mem- 
bers a sample warning against the 
purchase of “treated” posts from 
itinerant truckers for display in all 
lumber yards and stores. The 
“racket” has been worked heavily 
in the midwest and costs yards 
many legitimate sales of posts. 

The sample mailing piece was 
sent to Nebraska dealers so they 


BE POSTED!! 
When You Buy Pressure Treated Posts 


Do not be muteud when a peddling trucker or a sale barn allers to 
ed 


1) ONL) PRESSES TREO Th 
url) SomF ane OF 
roe any pressure treated creo 
account of decay 


MAILING PIECE prepared by the 
Nebraska Lumber Merchants Assn. 
for its members. 


could order a supply for individual 
mailing to their trade and the 
association suggested ordering 
enough for a complete mailing and 
some additional to enclose with 
statements. An order for 100,000 
was made by the NLMA with the 
printer and they will be passed on 
to Nebraska dealers at $1 per 100 
and there was to be only the orig- 
inal printing. 

Secretary Phil Runion of the 
NLMA said in his letter accom- 
panying the sample copy that 
proper use of the mailing piece 
should increase dealers’ sales of 
good, pressure-treated creosote 
posts, 


New Hampshire Election 
Fred E. Letendre, Manchester, 
was elected president of the New 
Hampshire Retail Lumbermen’s 
Assn. at its 25th annual convention 
recently at the Hotel Farragut, 
Rye Beach. Other officers elected 
were Albion J. Lafleur, Peterbor- 
ough, vice-president; F. Alfred 
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Janvrin, Hampton, secretary, and 
Earle F. Boutwell, Concord, treas- 
urer. Directors named were Allen 
Veazey, Laconia; Chester G. Bail- 
ey, Suncook; Richard M. Janvrin, 
Hampton Falls, and A. D. Barnes, 
Nashua. 

A $100 scholarship was set up 
for a student in the forestry de- 
partment at UNH. The program 
featured golf, swimming and soft- 
ball between dealers and manu- 
facturers. J. Harold Stacy, Wind- 
sor, Vt., president of the North- 
eastern States Retail Lumbermen’s 
Assn., spoke at the banquet and 
Kenneth Milligan, Rochester, was 
toastmaster. 


The 
LUMBERMAN’S 
LOG 


Fred E. Wilbur, manager of the 
Maryville (Mo.) Lumber Co. since 
1942, tendered his resignation to the 
Adair Lumber Co. Sept. 8, effective 
no later than Dec. 31. Under his man- 
agement, the line yard has grown 
from a three to an eight-man opera- 
tion, with proportionate net profits. 
Wilbur, who is only 41, said he hated 
to leave the fine Adair organization, 
but is seeking a larger chance for 
advancement. He is now a director of 
the Southwestern Lumbermen’s Assn. 
and a past president of the Mo-Kan 
Lumbermen’s Assn. He’s been in lum- 
ber since 1929 and his case history 
at Maryville was reported in Amer- 
ican Lumberman’s recent Fall & 
Winter Merchandising issue, Sept. 7 
. . » The Kobl Lumber Co. was in- 
corporated at Buffalo with capital of 
200 shares. Principals are Lawrence 
Sunshine, Bruno R. and Irmagard 
Koh! . . . Edmund Rehn succeeded to 
the management of the Grant Lum- 
ber Co., Lockhart, Tex., when D. B. 
Wilson moved to Hebronviile recent- 
] 


y. 
The Putnam Valley Lumber and 


Supply Corp. Pteasantville, N.Y., 
held a three-day new products show; 
awarded prizes, showed movies and 
gave free instruction in do-it-yourself 
ideas. .. . Paul Fowler is managing 
the LaCrosse Lumber Co. yard at 
Bowling Green, Mo., where Wesley 
H. Owings recently retired after 50 
years with the firm. LaCrosse trans- 
ferred George Guinn from Louisiana, 
Mo., to succeed Fowler at Clarks- 
ville. . . . E. Ge Hazelwood was 
elected president of the Lepanto, 
Ark., Rotary club. He’s the manager 
of the Home Builders Supply Co. 
there... . Robert F. Dulaney is the 
new forester for the William Bros. 
Lumber Co. in Atlanta. ... Richard 
Schmidt, manager of the Sullivan 
Lumber Co., Lincoln, was appointed 
to the five-man committee to study 
Nebraska special improvement costs. 


Garrett Veen- 
stra, president of 
Veenstra Lumber 
& Supply Co., of 
Racine, Wis., 
keeps his family 
(and several oth- 
ers) supplied 
with vegetables 
from his 100’x50’ 
garden plot across the road from his 
yard, The dealer has won some local 
contests for producing the “biggest 
and best,” and the carrots shown in 
the photo look like ‘“‘shoo-ins” for first 
place in any contest. This year’s 
squash vines looked to cover as much 
real estate as a housing project. Co- 
workers claim the garden is Veen- 
stra’s “office” and gardening talk 
with interested customers has helped 
him close numerous sales. An Amer- 
ican Lumberman reporter who found 
the dealer in his garden office a few 
weeks ago left Racine with a week’s 
supply of “Veenstra’s Vitaminized 
Vegetables.” (They tasted good, too.) 
The Boston Retail Lumber Dealers 
Assn. met recently and elected the 
following new officers: Eliot Snider, 
Boston, president; George Snelling, 
Boston, vice-president, Joseph M. 
Cowan, Boston, treasurer; Alfred N. 
Seymour, Waltham, secretary, and 
Edward C. Doherty, Roslindale; Wil- 
liam F. Macklin, Cambridge, and 
Wolf Katz and Fred Whitty, Boston, 
directors . . . Carl Dohme, Hillcrest 
Lumber Co., Champaign, IIL, has 
hired his daughter Adlon Dohme as 
new secretary-bookkeeper .. . Cecil 
Milford was named manager of Ross 
Builders Supplies, Inc., Greenville, 
s. Cc. D. S. Hanson is now manag- 
ing the Rock Hill, S.C. office of Ross. 
... The F. M. Spaulding Lumber 
Co. is building a new yard in Sa- 
betha, Kan. 


OBITUARIES 


CHARLES E. CARHART, 78, died 
recently at Wayne, Neb. He had 
been prominent in Nebraska retail 
lumber doings for the past 33 years. 
He opened his first lumber yard in 
1921, located at Wayne in 1941 and, 
at the time of his death in August, 
was president of the Carhart Lumber 
Co., with eight Nebraska retail yards. 
He was behind any promotional work 
that benefitted the industry and 
served as a member of the Retail 
Lumber and Building Material Code 
Authority for Nebraska. In 1934 he 
was president of the Nebraska Lum- 
ber Merchants Assn. 


S. HARRY BEACH, JR., 55, presi- 
dent of the Beach Lumber Co., Rome, 
N.Y., died recently after several 
months of ill health. He followed his 
father as head of the lumber com- 
pany and was active in home design 
and planning, developing the Beach- 
eraft pre-cut home, garage and camp. 
He started in the business driving a 
truck and working in the office. He 
was made vice-president in 1926 and 
elected president-general manager in 
1931. His father, who died in 1940, 
was a charter member of the Retail 
Lumber Dealers of the State of New 
York, predecessor of the Northeast- 
ern. Harry, Jr., had been a director 
of the Northeastern. 
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IT’S EASIER TO SELL 
HEATILATOR FIREPLACES 








Thad Heinlen Walter J. Borg, J Henry R. Duch Leo Marcoux C. Robert Ausu kK. A. Mitchell R. A. McEnery 
Erie, Pa. Chicago, Ill Buftalo, N. Y Lawrence, Mass Frie, Pa Santa Monica, Cal Erie, Pa 


Ask any one of the 15,000-pius Heatilator" Fireplace 
dealers across the country and they'll tell you 


i a i i ee ee i tk ek er el 


that it’s easier to sell Heatilator Fireplace 
units. Ask builders, architects . . . they'll tell 
you that when considering a heat-circulating 1 5 0 0 0 oO e AL t ee & 
fireplace ... there’s only one, and that’s the of 

Heatilator unit. 


CAN’T BE WRONG! 


Twenty-six years of continuous national advertising 
has helped dealers sell hundreds of thousands 
of units... more than all other fireplace 
units put together. No other unit has the con- 


Ne ef 


ee ee re re ee oe ee Oe Om Or eee ee 


sumer acceptance of Heatilator— America’s 


eT ee ee ee em ee eee 


Leading Fireplace. So you can see why it’s 
easier and more profitable to sell the leader. 


Smooth metal 
Offer your customers complete satisfaction in a fire- qth pm 


place that is guaranteed to operate perfectly iin Extra-wide 
’ ° . P ee - ft shelf 
and won’t smoke. Builders like Heatilator Damper extends aa down-drolt she 
° . e ° full width of throat 
units because they standardize and simplify z ' 


fireplace construction, yet don’t limit mantel 


Warm air outlet 


. 7 : Unobstructed “ ] Convenient 
design. Best of all, they save time and money re 

on the job. You'll like Heatilator units for 
the profits they bring. Heatilator, Inc., 6710 


E. Brighton Ave., Syracuse 5, N. Y. One-piece firebox 


of 3/16” steel Aa, wi ’ Air intake 
Heating chamber “4 adil ‘ “x 4 
at sides and back of fire ? 


intake baffle 


throat opening i — damper control 
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Manufacturers in the News 


NINE FULL PANELS OF EXTERIOR PLYWOOD, plus paint, tools, etc. 





, can 


be sold from Easi-Bild’s Pattern 410 for this 12’x8’ life-size Nativity scene. 


Schools, churches, industries use it 


Nine Easi-Bild Patterns For Christmas Yard Sale 


Nine, full-size, build-it-yourself 
Christmas decoration patterns 
have been produced this year for 
distribution in retail lumber yards 
by the Easi-Bild Pattern Co., 
Pleasantville, N. Y. On all orders 
for six or more of a pattern style, 
a 33144% dealer discount is al- 
lowed. 

“The three-month period before 
Christmas is one profitable season 
when lumber and hardware dealers 
can sell more plywood, hardboard, 
paint and tools, at a higher margin 
of profit, than at any other time,” 
points out Easi-Bild. ““The best way 
to set up a Christmas do-it-your- 
self department is by offering pat- 
terns that people can use to make 
up the many items they want. 
Nowadays the smart retailer man- 
ufactures customers out of people 
by offering ‘seasonal bait’ — mer- 
chandise that has big seasonal ap- 
peal,” says Easi-Bild. 

Making and building Christmas 
decorations can be “big business.” 
Home owners want them, compan- 
ies for their industrial plants; 
schools, churches and civic groups 
use them for community decora- 
tion. Dealers can announce the 25- 
and 30-cent patterns in their news- 
paper and/or radio advertising. 

It is recominended that samples 
be made up for showroom and yard 
display. If time and manpower are 
at a premium, it is suggested you 
take patterns and material to the 
local manual training teacher and 
have them built as a classroom 
project. 
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Every time one of these projects 
is made up, the buyer builder needs 
and uses two to seven different col- 
ors of paint. While each pattern is 
designed for use only with hand 
tools, many people these days are 
investing part of the do-it-yourself 
savings in power tools, so dealers 
may tap another sales source. 


> lA 
Tic, io’ . 

MASONITE “PEG-BOARD” PANELS 
as an economical, effective method 
of roof ventilation was pioneered in 
Tallahassee. Fla., by a contractor 
and may be widely copied in the 
home building industry. The photo 
shows perforated Tempered Presd- 
wood panels used for soffits on a 
$30,000 home. The 2’x8’ panels were 
nailed on 16” centers and all edges 
supported, The contractor reported 
a considerable labor saving over the 
conventional method of installing 
lumber and screen vents. Masonite 
recommends %” material for this 
use and the application of screening 
to act as an insect barrier; the 
screen should be stapled directly to 
the framing members 


Colorizer Associates 
Plan Dealer Promotion 


The trend toward a greater va- 
riety of colors in painting home 
exteriors is gathering momentum 
and offers a great sales opportun- 
ity to paint dealers able to satisfy 
the demand. That was the key- 
note of the recent annual sales and 
advertising meeting of Colorizer 
Associates in the Biltmore hotel, 
New York City. 

“Sales of color, compared to 
sales of white, are increasing every 
year,” said Robert O. Clark, pres- 
ident of the group. ‘This is due not 
only to changing tastes but to the 
growth in popularity of ranch and 
contemporary style homes, which 
lend themselves so well to the use 
of dramatic colors. It is a natural 
aftermath to the tremendous up- 
surge in popularity of interior 
paints in the last decade. As a 
pioneer in multi-color house paints, 
Colorizer sees the trend as a con- 
tinuing one. We intend to give it 
increasing attention.” 

Preliminary plans for dealer pro- 
motion, new product development 
and national and local advertising 
were revealed at the meeting, 
which brought together executives 
from the 13 paint manufacturers 
in the U.S. and Canada forming the 
Colorizer group, which markets 
Colorizer paints in 1,322 colors. A 
firm also markets Colorizer in 
England. 

Colorizer Associates includes 
Bennett’s, Salt Lake City and Los 
Angeles; Walter N. Boysen Co., 
Oakland and Los Angeles; Blue 
Ribbon Paint Co., Wheeling, 
W.Va.; Brooklyn Paint & Varnish 
Co., Brooklyn; James Bute Co., 
Houston; Great Western Paint 
Mfg. Corp., Kansas City; Jewel 
Paint & Varnish Co., Chicago; 
Kohler-McLister Paint Co., Den- 
ver; W. H. Sweney & Co., St. Paul; 
Vane-Calvert Paint Co., St. Louis; 
Warren Paint & Color Co., Nash- 
ville; Geo. D. Wetherill & Co., Inc., 
Philadelphia, and, in Canada, Im- 
perial Varnish & Color Co. Ltd., 
Toronto; in England, Jenson & 
Nicholson, Ltd., London. 


"Tool-at-a-Time” Plan 
In Deltashop Assembly 


A “tool-at-a-time” plan, aimed 
at making it easier for do-it-your- 
self enthusiasts to assemble a 
Deltashop, a new multipurpose 
woodworking tool that will do ap- 
proximately 98% of all home work- 
shop operations, was announced 
by the Delta Power Tool division 
of Rockwell Manufacturing Co. 

Heretofore only a completely 
assembled unit, the Deltashop will 
now be available in four separate 
packages which can be purchased 

(continued on page 62) 
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Here’s a kitchen with brichtness and cheer 


f 


ulness built richt in. Panels flood working 


urfaces with soft diffused daylight, yet keep 


the room shielded from outside view. So 


marks, even splattered grease, rub right off 


B with brick... 


Insulux Glass Blocks go in right 

along with the rest of the masonry. 
Here a panel brings needed light 
for living room and entrance 


without sacrificing privacy 


Glass blocks are handled in the same 
way as cement blocks — same mortar, 
same laying technique . . . go in at the 
some time. Two 8" glass blocks can be 
substituted for one standard cement block. 


Here's traditional charm that says 
‘come in, you're welcome.”’ This 
panel of random clear glass block 
retains all of the charm of this 
colonial doorway adds to its 
antique feeling 


Glass block ‘bolougs" with 
wood or brick... 


TRADITIONAL OR MODERN 


Was THER A HOME is wood, brick, stucco 
or stone . whether it ts ranch or split 
level traditional or modern, it can 
have the advantages of panels of Insulux 
Glass Block®. Patterns are available in a 
wide variety that 
tectural design. 


go’ with any archi- 


What other material offers you the op 
portunities to create such interesting, new 


architectural effects that are so decorat:ve 


so useful... yet so practical? 


Start to plan now to use this versatile, 
practical building material in your home: 
Write to Insulux Glass Block Division, 
Kimble Glass Company, Dept. AL-10, Box 
1035, Toledo 1, Ohio, and get complete 
information about the many advantages 
Insulux can bring to the homes you build. 


KIMBLE GLASS COMPANY 


Toledo |, Ohio—Subsidiary of Owens-Illinois Glass Company 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesolers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
therough understanding of buyer's require- 
ments, the leading Western Wholesolers below 
can help you teke the worry out of your lum- 
ber buying. Tell them your needs. Let them 
supply yeur complete requir t 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nett Bk. Bidg., Spokane 8, Wash. 
PINE SPECIALISTS 
Timple 1448 Teletype SP-175 


“CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephene: AY 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing In Flr Gutter, off sizes and patterns 





Morrill & Sturgeon 
Lumber Co. 
YEON BLDG. PORTLAND, Ons. 


as 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
32nd Year 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 
Phone: TEmple 1092 


WESTERN WOODS, INC. 
715 Spokane & Eastern Bidg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 





TWX: SP-104 





CONIFER LUMBER SALES 


Distributors +) West Coast 
Coniferous Tree Products 


P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE !Venhoe 9-7655 
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MANUFACTURERS 
(begins on page 60) 


“a-tool-at-a-time.”’ The first of the 
four packages consists of a tilting 
arbor circular saw and the basic 
Deltashop stand to which the three 
other tools are later attached. 
These three tools, listed in recom- 
mended order of purchase, are a 
jointer-planer, a drill press and a 
sander. 

“Our decision to offer this 
equipment ‘a-tool-at-a-time’ is in 
response to the rapidly-growing 
‘do-it-yourself’ market,” said E. W. 
Ristau, vice-president of Delta 
Power Tool sales. ‘Retailers across 
the country have reported hun- 
dreds of instances where home- 
owners have expressed a desire to 
own a Deltashop but have been un- 
able to make the entire capital out- 
lay at one time.” 

The Deltashop is approximately 
three feet square and so engi- 
neered that changeovers from one 
tool to another can be made quick- 
ly. No changeover is required to 
move work from the circular saw 
to the jointer, the two most often 
used tools. 


Honor J. A. Mathieu 
At LSA Banquet 


J. <A. Mathieu, sawmill and 
woods operator at Fort Frances, 
Ont., was honored by officials of 
the Lumbermen’s Safety Assn. at 
a banquet there recently for his 
firm’s outstanding record in acci- 
dent prevention. Over the past 15 
years, said Dr. W. S. Barnhart, 
Ottawa, secretary-manager of the 
LSA, Mathieu's woods operations 
have paid the Workmen’s Com- 
pensation board, Ontario, much 
more than the board has had to 
pay back in benefits. 

Other guests included Albert 
Lowes, Sleeman, Ont.; Frank 
Lowes, Molalla, Ore.; Rudy Para- 
dis, Ontario-Minnesota Pulp & Pa- 
per Co., Ltd.; Dwight George, 
LSA, North Bay, Ont.; Fred T. 
Morrish, O-M, and Jack Black, lum- 
ber, pole and tie manufacturer, 
Barwick, Ont. 


Manufacturers Announce 


UNITED STATES PLYWOOD 
CORP. reported a net profit for the 
first quarter of its fiscal year, in- 
cluding equity in undistributed 
earnings of unconsolidated com- 
panies, of $1,533,400 after esti- 
mated income taxes of $1,192,600. 
This compares with a net for the 
1952 quarter of $1.169.200. Con- 
solidated sales for the three 
months were $32.410.000. com- 
pared with $25,082,000 in 1952. 


TENNESSEE FABRICATING 
CO. Memphis, has appointed the 
following factory representatives 
for TFC ornamental tron products: 


H. Lewis Pierce, Pennsylvania, 
New Jersey and New York; Phil 
Schwartz and Noah Fleder, metro- 
politan New York and Long Is- 
land; Arnold Stanley Associates, 
Marblehead, Mass., New England; 
John W. Hedges, Denver, south- 
western states and E] Paso; Ral- 
ston R. Cunningham Co., Seattle, 
far west and Pacific northwest. 


WALLACE M. KUNKEL and 
Ross C. Stevens have joined De- 
Walt, Inc., subsidiary of American 
Machine & Foundry Co., announced 
S. S. Auchincloss, DeWalt presi- 
dent. Kunkel was previously a 
copywriter for New York ad agen- 
cies. His new position of district 


KUNKEL STEVENS 
sales manager includes New Jer- 
sey north of Trenton. Stevens was 
a DeWalt sales and service dealer 
for two years but has been with 
Certain-teed in recent years. His 
new DeWalt district managership 
comprises Connecticut and New 
York’s Westchester and Putnam 
counties. 


THE RUBEROID CO. directors 
declared a dividend of 75¢ a share 
on the capital stock payable Sept. 
16. The same amount was paid last 
September by the manufacturer of 
asphalt and asbestos building 
products. 

STANLEY G. NURZYK was 
named sales reprsentative out of 
the New Brit- 
ain, Conn., of- 
fice of The Stan- 
ley Works by 
Carl S. Bauman, 
assistant gener- 
al sales manag- 
er of the hard- 
ware _ division. 
He was assign- 
ed all Connecti- 
cut except Hart- 
ford county. Nurzyk joined Stan- 
ley in 1948 and did customer work 
in three New England states and 
toured the southeast, midwest and 
southwest as a “missionary man’”’ 
aboard the “Rollorama”’ in 1952. 


CHARLES R. MALMISTER was 
named sales manager for the en- 
tire line of Airex extruded alumi- 
num screen and storm windows, 
doors and porch enclosures by R. 
Scott Inboden, vice-president of 
Rex Windows, Inc., at the recent 
sales meeting in Columbus, Ohio. 
Malmister joined Rex last year af- 


NURZYK 
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ter 14 years in the building special- 
ties field. He has been instrumental 
in correlating sales and service for 
the new Airex window, which is 
said to eliminate the need for spe- 
cial channels or tracks in providing 
glass and screen inserts. In the 


photo, left to right, are Al Miller, 





Rex sales manager; Sidney Eidel- 
man, vice-president of Eidelman 
Bros.; Arthur Kempf, division 
sales manager for Rex; Harold 
Eidelman, president, Eidelman 
Bros.; Malmister and Inboden. 


THE ARMSTRONG CORK 
COMPANY earned $5,167,253 after 
taxes in the first half of 1953 on 
net sales of $112,915,463 — the 
largest half-year sales in company 
history, reported C. J. Backstrand, 
president. “Flooring products and 
building materials experienced 
steady demand due to the contin- 
uation of extensive construction 
programs in both residential and 
commercial fields . . . Despite the 
company’s high rate of sales, in- 
ventories in the hands of whole- 
salers and retailers are reported 
norma! to low,” he said. 


THE RUBBERSET CO., New- 
ark, has assigned two new men to 
its national division sales force 
handling the line of paint brushes, 





Ces 
eas 


MOSES MILLER 


Flo-matic paint rollers and shav- 
ing brushes. William C. Miller will 
cover Chicago, Milwaukee and sur- 
rounding territory. Richard E. 
Moses will handle the area of Kan- 
sas City. 


HARVEY CREECH, advertising 
director of E. L. Bruce Co., an- 
nounced the fall campaign cn 
Bruce household products will con- 
sist chiefly of 60- and 1,000-line 
ads in 125 metropolitan newspa- 
pers through the fall houseclean- 
ing season. National magazines, 
radio spots and one-minute TV 
films and participations will also 
be used. Cleaning wax is the fea- 
tured product. 
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INCREASE MAN-HOUR OUTPUT 
WITH CLARK LIFT TRUCKS 

































































Whether your problem is the current shortage of yard labor, or how to get 
greater output per man-hour, CLARK materials-handling equipment is a profitable 
solution. 

















Since there is no reason to believe, and none to expect, that labor in this 
enviable age of high living standards is going to work any harder; since the trend 
actually is toward an even shorter work week, the challenge of the highly-com- 
petitive future obviously can be met only by equipping labor with more and better 
tools and machines. 








































To reduce the story to its simplest possible terms: Only more and better tools 
and machines will enable industry to squeeze every excess mill eut of manufactur- 
ing costs by getting the absolute most out of each man-hour. Thus will the suc- 
cessful operator maintain necessary profit margins in what promises to be the stern- 
est competitive era the world has ever known. 


CLARK materials-handling equipment adds tremendously to man-hour output. 
One Chicago lumber dealer reports, for example, that he is handling 50% 
greater volume at less cost since he installed two CLARK fork-lift trucks! 








Then there’s the sky-high cost of building new storage space. With CLARK 
fork trucks, you stack inventory literally to the rafters; you are able to utilize 
almost every cubic inch of existing facilities; you make the happy discovery that 
CLARK equipment has made new buildings unnecessary! 


























Six out of 10 dealers report plans to improve handling operations. The ma- 








jority of these will consult their local CLARK dealer, who knows materials handling 
from top to bottom and from inside to out. We commend your CLARK dealer to 


CLARK 











your attention; he’s your 
best source of experienced, 
unbiased advice on low-cost 
handling. Give him a ring 
— now — he’s listed in the 
“Yellow Pages” of your 
‘phone book. Or use the 
coupon to make a request 








ELECTRIC, GAS, DIESEL. L.P.GAS 
AND? POWERED HAND? TRUCKS ‘ INDUSTRIA rOWING TRACTORS 
INDUSTRIAL TRUCK DIVIS'ON © CLARK EQUIPMENT COMPANY © BATTLE CREEK 40 MICHIGAN 


Please send: 


























© Condensed Catalog () Hove Representative Call 
0 Driver Training Movie 





























Neme__ 
for informative and poten- incenees F 
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All about Wholesalers 


KEY FIGURES AT THE CONVEN- 
TION were A. J. Jordan, Jr., center, 
president; Carl W. Nagle, left, who 
will succeed Adolph Pfund, right, as 
secretary of WJSB. 





BETWEEN SESSIONS BULL SES- 
SION. Left to right, Hilmer J. Hall, 
Saginaw (Mich.) Sash & Door; Carl 
R. Mitchell, Rock Island (Tll.) Mill- 
work Co.; Ormie C. Lance, secretary- 
manager, National Woodwork Manu- 
facturers Association. 


Woodwork Jobbers 
Consider Metals Threat 


More research, intensive market analysis and better 
merchandising all necessary to combat competitive products, 
speakers tell association members in New York City sessions. 


The threat of metals and other 
competitive materials in the mill- 
work market was the prime con- 
cern of the 12th annual meeting of 
the Woodwork Jobbers Service Bu- 
reau at Hotel Statler, New York 
City, Sept. 14-16. 

Woodwork jobbers took the floor 
to testify to the aggressive mer- 
chandising techniques of the metals 
manufacturers, emphasizing their 
continuous research programs and 
the public acceptance of their prod- 
uct resulting from extensive adver- 
tising. 

While association members de- 
clared lumber their first love, sev- 
eral of them admitted that they 
had been compelled to stock the 
metals product because they are de- 
manded by the consumer. 

“The metals people show us how 
little we know about merchandis- 
ing,” declared one jobber. “They 
are taking the market away from 
us because they are more aggres- 
sive—they are out fighting to gain 
a market while we are fighting 
rather feebly to hold a market.” 

James D. Rowland, executive 
vice-president, Andersen’ Corp., 
warned jobbers that tney would 
get no further with steel than with 
wood unless they do a better sell- 
ing job. : 

“We haven't done a merchandis- 
ing job and I’m speaking of manu- 
facturers, wholesalers and deal- 
ers,” asserted Rowland at the 
luncheon meeting attended by man- 
ufacturers and jobbers. 
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The best way to buy market pro- 
tection is with greater service and 
more value, Robert A. Jones, Phila- 
delphia, executive director, Middle 
Atlantic Lumbermen’s Association, 
told the group in his talk, “The 
Dealer Needs the Jobber.” 

“We've got to stop blaming each 
ether for our problems and start 
working as a team,” declared 
Jones. “You've got to learn first 
how to train yourselves, then your 
salesmen and finally our salesmen.”’ 

Jones suggested the jobbers hold 
a series of regional management 
clinics for jobber-dealer groups 
similar to those being held by the 
retail segment of the industry. He 
also pointed out that the lumber 
industry has never matched dollar- 
for-dollar the promotional aids of 
the metals and plastics industries. 

Self-improvement on the part of 
every member was urged by Mil- 
lard Bennett, New York City sales 
consultant. 

“Unless you're doing something 
every day to improve yourself, you 
are going backward,” warned Ben- 
nett. He urged members to read 
39 minutes daily some material 
pertinent to their work; he advised 
a vocabulary-building course. 

“We must learn how to arouse 
people emotionally,” Bennett add- 
ed. “The more words a salesman 
has at his command, the more sal- 
ary that salesman can command.” 

Among the other program speak- 
ers were Erle Racey, secretary- 
manager, The American Wood 


WM. C. A. COSTELLO, newly-elected 
president, left, is congratulated by 
P. S. Hill, who was reelected treas- 
urer. 


ROBERT A. JONES, representing the 
retail lumber dealers, urged fuller 
cooperation among all segments of 
the industry. 


Window Institute, Inc., Dallas, who 
emphasized the acceptance of the 
AWWI seal, and Roy Wenzlick, St. 
Louis business analyst. 

Highlight of the social program 
was the banquet attended by over 
400 and a yacht trip around Man- 
hattan Island. 

Wm. C. A. Costello, J. R. Quig- 
ley Co., Gloucester City, N. J. was 
elected president, succeeding A. J. 
Jordan, Jr., Jordan Millwork Co., 
Sioux Falls, 8.D.; C. M. Kimball, 
Kimball and Russell, Inc., Detroit, 
was elected vice-president and Phil 
S. Hill, Chicago, was _ re-elected 
treasurer. 

Four directors elected as of Jan. 
1, 1954 are: L. C. Croft, Iroquois 
Door Co., Syracuse; Tom Mar- 
quart, Marquart Millwork Co., Osh- 
kosh; T. E. Weil, Lumbermen’s 
Door and Trim Co., Cleveland, and 
A. J. Jordan, Jr., retiring presi- 
dent. 

Carl W. Nagle, who came to 
WJSB from the Indiana Lumber & 
Builders’ Supply Association where 
he was secretary, was introduced. 
He will succeed Adoph Pfund, the 
association’s secretary since 1935, 
when WJSB was organized, on Jan. 
1, 1954. Mr. Pfund will continue 
as consultant to the officers of 
WJSB. 


(continued on page 66) 
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Filling a customer's order for Trinity white cement at W. J. Bailey Co., San Diego, Californ'a 


THIS IS ABOUT all there is to our story: We make @ : ‘ 

a very excellent white cement... we tell and 

re-tell the white cement users about it... we 

supply the dealers . . . the dealers supply the useis amen ; | 
wilt 


... the jobs turn out beautifully . . . and everyone up 


; e 
and down the line is happy. If we are not now yt el Farr ee 
serving you—may we? the cyy. 

ae} , ... plain or waterproofed 


. 





A Product of GENERAL PORTLAND CEMENT. 
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Advertisement 


WHAT'S NEW__ 


In The 
“Do-it-yourself” Market... 


Anderson Products Manufacturing Co. 
of Aurora, Illinois, has come up with a 
line of pre-fabricated steel standards for 
the do-it-yourself market. They offer sav- 
ings to the consumer, double profits to the 
lumber dealers—he sells both the item and 
the pre-cut lumber. Made of high tensile 
rail steel and the compact, easily stocked 
packages include all plated nuts, bolts and 
screws for completing the end product 


QUIK-BILD workbench ends 


Ideal for home, re- 
= shop, or assem- —<— 

\eeace 
clusive “K" design | ° 
|) 





ly line tables. Ex- 

and back bracing for if 
extra rigidity and [ 
knee clearance. As- 
sembles quickly to 








any desired length. 
QUIK-SET saw horse brackets 


Sets up or knocks 
down in a_ jiffy. 
Strong and rigid in 
use. Broad base 
plates assure support 
on soft ground, will 
not mar floors. Easy 
to carry and easy to 
store; no wood to 
cut, no parts to lose. 


PICNIC KING table standards 


Make a strong, hand- 
some picnic table, 4 
to 8 feet in length. 
Metal parts are at- 
tractive forest green. 
Broad base plates for 
support. Easily dis- 
assembled for winter 
storage, indoor use. 


KIDDI-PIC table standards 


Child size edition of 
Picnic-King. Same 
high tensile raii steel 
steel supports for 
safety. Ideal for out- 
door use, or can be 
set up indoors for 
games, study, clay 
modeling. 


GATE HARDWARE - HINGE SETS 












































nently free-swinging 
farm gates up to 16 
feet. Tilt-Lift hard- 
ware for feed lot 
gates adjusts to ad- 
mit small animals, 
Ezy-Swing hinge sets 


Perma-Rite gate 
hardware for perma- |- 
ie 4 











for all-wood gates. 


SEND TODAY for new, 
free, colorful catalo 
with illustrations of al 
Andy Brand products, 
and complete price in- 
formation. 





Anderson Products Manufacturing Co. 
528 WN. Highlend Aurora, Iilinois 
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WHOLESALERS 
(begins on page 64) 


Distributors Convention 
In Chicago Nov. 12-13 


“Current Dealer - Distributor 
Problems” will be the theme of the 
annual meeting of the National 
Building Material Distributors As- 
sociation at the La Salle Hotel, 
Chicago, Nov. 12 and 13, accord- 
ing to R. R. Maylone, president 
Saltpoint Supply Corp. Syracuse, 
and chairman of the program com- 
mittee of the NBMDA. 

Reservations for the convention 
may be made through S. M. Van 
Kirk, general manager of the as- 
sociation, 111 W. Washington St., 
Chicago 2. 

The committee has developed a 
panel discussion on its convention 


ASHTON 


PRENTISS 


theme. Participants, on the first 
meeting day, will be W. H. Ba- 
deaux, secretary of the Northwest- 
ern Lumbermen’s Assn.; Findley 
M. Torrence, secretary of the Ohio 
Assn. of Retail Lumber Dealers, 
and R. A. Jones, executive vice- 
president of the Middle Atlantic 
Lumbermen’s Assn. A question and 
answer period will follow the panel. 

The distributors will also hear 
H. W. Prentiss, Jr., chairman of 
the board, Armstrong Cork Co., 
speak on “Current Problems of the 
Efficient Wholesaler” the same 
day. 

Art Hood, editor of American 
Lumberman, will discuss “Making 
Merchandising Partners of Lumber 
Dealers.” Final speaker of the 
first day wil be Phil Hanna, finan- 
cial editor of the Chicago Daily 
News; he will review “The Build- 
ing Outlook for 1954.” 

An all-morning forum Nov. 13 
will cover “Current Problems of 
the Building Material Distributor,”’ 
which will be led off with the re- 
sults of a survey on operating 
costs. C. Lawrence Fenner, Mo- 
hawk Building Materials Corp., 
and K. B. Hannigan of Hannigan 
& Crawford, Inc., will act as co- 
moderators. This part of the pro- 


gram has been developed for dis- 
tributors only. 

Robert C. Keck of MacLeish, 
Spray, Price & Underwood will re- 
view “Current Legal Problems” of 
interest to the group on the second 
afternoon and the convention will 
close with a business meeting and 
election of 1954 officers and direc- 
tors. 

Presiding at both days’ sessions 
will be John P. Ashton, Ashton 
Wholesale Service, Des Moines, 
president of the NBMDA. He will 
end his term of president after two 
years of active leadership, during 
which the association grew to more 
than 150 members in 28 states. 

A program for the ladies is 
planned for Nov. 12, including par- 
ticipation in a network radio show, 
luncheon at the La Salle as guests 
of NBMDA and an afternoon fash- 
ion show. 

The program committee also in- 
cludes H. M. Dooley, Saginaw, 
Mich.; W. N. Fry, Jr., Memphis; 
W. L. Shea, Charlestown, Mass., 
and M. L. McCreery, Jackson, Mich. 


U.S. Plywood Corp. Plans 
Wholesale Division 


United States Plywood Corp. has 
initiated an “Annual Report to 
Lumber Dealers” to go to 37,500 
dealers over the country. It is in- 
tended to inform dealers on “mat- 
ters which affect them” and de- 
scribe company thinking on such 
subjects us inventories and adver- 
tising. The report describes two 
steps being taken by the company 
to improve its service to the lum- 
ber dealer—the establishment of 
a wholesale lumber division and 
broadening of its Weldwood hard- 
board program. 

“With the lumber dealer ac- 
counting for more than 50% of our 
sales, his importance to our dis- 
tribution picture is obvious,” says 
Lawrence Ottinger, board chair- 
man, in a letter accompanying the 
new report. “And since, through 
our 60 distributing warehouse 
units, we are one of the lumber 
dealer’s important suppliers, he 
has a legitimate interest in our 
policies and activities.” 

The wholesale lumber division 
will be under the direction of Alex 
Lundberg, for many years sales 
manager of Plunkett and Webster, 
New Rochelle. Weldwood hard- 
board will be an improved product 
and have the benefit of greater 
production capacity. 

The company’s new advertising 
budget has a 10% increase over 
last vear and will total about 
$1,500,000. “It is gratifying to 
comment that more dealers have 
tied up with this national adver- 
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tising by running Weldwood ads 
in their local newspapers,” said 
the report. The company’s program 
of dealer helps, display material, 
ad mats, etc., has also been en- 
larged. All of the consumer ads 
refer the reader to the lumber 
dealer as his source of supply. 


Hemlock Assn. Meets 


The Northern 
Hardwood Manufacturers Assn., 
Oshkosh, held its fall meeting 
Sept. 9-10 at the King’s Gateway 
Hotel, Land o’ Lakes, Wis. Speak- 
ers included Leo V. Bodine, exec- 
utive vice-president of the NLMA; 
Joseph Muller, secretary-manager, 
NHLA; George Kull, secretary, 
Wisconsin Mfgrs. Assn., Madison, 
and Dr. William M. McGovern of 
Northwestern University, who was 
on Gen. MacArthur’s staff, 

Others who addressed the meet- 
ing were president R. W. Lyons; 
secretary-manager O. T. Swan; M. 
C. McIver, president of the Wis- 
consin Manufacturers Assn., and 
this panel of merchandising spe- 
cialists: Abbott M. Fox, L. M. 
Clady, Charles Close and Harold 
Crosby. R. O. Small of the C&@NW 
railroad also spoke and said he be- 
lieved current freight rates had 
reached a dangerous level and all 
efforts should be exerted to see 
that they are not increased. 


Hemlock and 


OBITUARIES 


JOSEPH JOHN FITZPATRICK, 
founder of the J. J. Fitzpatrick Lum- 
ber Co., Madison, Wis., died there re- 
cently. 


GEORGE R. LITTLE, 69, died re- 
cently of a heart attack after several 
years’ illness. He was chairman of the 
board of Laird Norton Co., officer and 
director of several other firms in 
Winona, Minn., including the Hayes 
and Lucas lumber companies. He had 
been a director of the Weyerhaeuser 
Timber Co. 15 years and also had ex- 
tensive west coast holdings. 


ANDREW HUNTER LAND, 87, 
died recently in Oroville, Calif., after 
a brief illness; he was active until a 
few months ago. He was well known 
on the Pacific coast and in Western 
Pine Assn. circles. He had made his 
home in Oroville since 1922, where his 
original company was the Hutchin- 
son Lumber Co., later known as the 
Feather River Pine Mills after the 
Oroville mill was destroyed by fire 
and rebuilt nearer his timber hold- 
ings. Land was an officer of the WPA 
and also the Monarch Lumber Co. 


T. V. ASHBY died at Jackson, 
Tenn. The retired lumberman, former 
resident of Windom, Minn., who went 
to Indiana in 1905, was known as one 
of the industry’s leading lumbermen 
and was a charter member of the 
Veneer Association. He retired in 
1948 after serving as senior partner 
in Ashby Veneer and Lumber Co., 
which business his sons now conduct 
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How to sell insulation 
by the CARLOAD! 
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FREE GUESSING CONTEST! 
HOW MUCH KIMSUL INSULATION 
IN THIS CAR? 





























Here’s a wonderful insulation sales builder —a promotion program that 
will give a terrific boost to your store trafic and get your Fall sales 
campaign off to a roaring start! The kKimsuL* Auto-Load Guessing Con- 
test will create a lot of interest, not only in insulation, but in your 
“Do-It-Yourself” Selling Center. It promotes the sale of KimMsuUL in 
auto-load lots to your “ Do-It-Yourself” customers. And this is only 
part of the big promotion program Kimberly-Clark has ready for you. 
For details, send in the coupon below. We'll rush complete informa- 
tion te you immediately. You'll see the new profit power in Kimsut! 


Look at all these other merchandising helps! 






















Instructions for Building 
a “ Do-It-Yourself” Center 


Swing-And-Sway 


Mobile Display 


Home Planning Kits Jumbo ximsut Roll for 


for New Home Builders Guessing Contest 


Plus dozens of new sales-building promotion ideas and display material 


A Product of 


Kimberly- 
~ Clark 


| Rush details on the 1019 mq 

| KIMSUL Avto-Load | 

| Guessing Contest, as Store Name - 7 
well as the KIMSUL | 
Fall Promotion Pro- 
grom. Also send in- | 
formation on a KIM- l 
SUL “Do-it-Yourself” 

| Selling Center. Mail 

| today to Kimberly- | 
Clark, Kimsul Division, 





Individual’s Name 





Address — 





City- 








| Neenah, Wisconsin. My Kimsul jobber is 
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THE LUMBER MARKET 


Southern Pine Group 


Meets at New Orleans 

The Southern Pine Association 
board of directors, meeting in New 
Orleans on Sept. 16-17, reached de- 
cisions and took positive action on 
matters affecting the association, 
its subscribers and the industry. 

Among the primary considera- 
tions by the board was a report of 
the steering committee of SPA’s 
trade promotion committee. Pre- 
sented by Chairman Tom DeWeese, 
the report indicated that a strong 
trade promotion program should 
be continued, strengthened and ex- 
panded wherever possible. 

In discussing a program of ad- 
vertising by the association, Mr. 
DeWeese reported on a campaign 
that would require $500,000 an- 
nually. Neither the steering com- 
mittee nor the board endorsed the 
program; however, both groups 
expressed interest. Submitted by 
R. E. McCarthy, from a Tampa ad- 
vertising agency, the campaign 
would include all services now 
making up SPA’s trade promotion 
program, 

Progress in lamination and fab- 
ricated structural lumber was giv- 
en a boost by the steering commit- 
tee’s recommendtion of financial 
support to the American Institute 
of Timber Construction. The board 
pledged $1,000 to AITC. 

Considering the problem of find- 
ing paints most suitable for south- 
ern pine, the steering committee 
recommended a program of testing 
commercially available paints pro- 
ducd by leading manufacturers. 
The board approved the plan to 
conduct these exposure tests. 


See Western Pine 
Off 8% in 4th Quarter 


Lumber shipments in the west- 
ern pine region are expected to fall 
about 8% in the fourth quarter, 
compared with a year earlier, ac- 
cording to W. E. Griffee, assistant 
secretary-manager of the Western 
Pine Association. 

Mr. Griffee estimated shipments 
of 1,750,000,000 feet for the fourth 
quarter, compared with 1,908,000,- 
000 a year before. 

Shipments were down 6.3% in 
the third quarter to 2,088,000,000 
feet, compared with 2,230,000,000. 
For the first nine months ship- 
ments are still 2.9% ahead of last 
year at 5,755,000,000 feet, com- 
pared with 5,593,000,000. 


68 








Pine Insects 


Sweep Idaho 


Billions of butterflies, similar to 
the common cabbage variety, have 
swept through 130,000 acres of 
mostly Ponderosa pine in the Boise 
national forest, causing more dam- 
age than any woods fire in Idaho's 
history. 

This latest blow in a series of 
grave insect infestations in 12 
western states was described re- 
cently at the semiannual meeting 
of the Western Pine association. 

As much as 2,000,000,000 board 
feet of timber, possible $25,000,000 
worth, was affected this summer. 
Luckily, the butterflies can be 
killed by aerial spraying of DDT 
mixed in oil, just as the spruce 
budworm has been in large areas, 
and such an attack will be carried 
on next June. 











Production fell 4.7% in the third 
quarter to 2,306,000,000 feet from 
2,420,000,000. Production is up 
7.3% for the first nine months to 
5,865,000,000 feet from 5,466,- 
000,000. 

Stocks on hand in the Western 
pine region are 1,775,000,000 feet, 
compared with 1,625,000,000 a year 
before and 1,665,000,000 the first 
of this year. 

Mr. Griffee said estimates of the 
drop in shipments for the fourth 
quarter are based on such market 
factors as the decline in housing 
starts in recent months, together 
with estimates of delay before re- 
sults can be realized from promised 
tax reductions and the Adminis- 
tration’s easier money policy on 
home loans. 


Prices Still Soft 
In The Seattle Area 


Mills are anxious to sell but do 
not want to book ahead while the 
buyer also is shy on futures and 
tends to force wholesalers to send 
out transits. The market is “rock- 
ing along” with a weak demand 
and prices that are holding, but 
soft. Due to a car shortage in 
Oregon, transit sales have im- 
proved the past week or 10 days. 
The mills need forward cutting or- 
ders. They hope to move lumber 
out before snow blankets the east 
and middlewest. 

Though strikes for higher wages 
on a declining market seem inad- 
visable they continue to occur. 
Some 40 spruce mills in British 
Columbia are affected by a strike. 
These mills are centered around 


Prince George. The Simpson Mill 
Co. at Shelton, after a long strike, 
made an agreement to reopen but 
leaving the question of higher 
wages open and offered the same 
proposition to boom men who re- 
fused and immediately picketed the 
plant. Favorable operating weather 
has tended to nullify losses by 
strikes. 

The Oregon car shortage has 
strengthened green fir dimension a 
little. Both green and dry hemlock 
are weak. Shingles are steady with 
No. 2 5X a little stronger. Ten-inch 
clear bungalow siding in the B 
grade is a little weak but the rest 
of the list is steady. Pines con- 
tinue the same and any weakness 
shows up in commons. 

Weyerhaeueser mill at Coos Bay, 
Oregon has taken the order for 
6,600,000 feet for South Africa, 
3,500,000 of which must be made 
in 9” widths. The order calls for 
shipment within a year. There 
will be a lot of fall downs due to 
the order calling for high grade 
lumber some of which can be re- 
milled into 2x4’s and 2x8’s. 


Prices Dropping 
In Tacoma Region 


The lumber market still is quiet 
as far as lumber operators in and 
about Tacoma are concerned. There 
are some inquiries and a few or- 
ders, but prices are down and there 
seems to be no appreciable inclin- 
ation on the part of buyers to 
build inventories. 

Labor disputes continue to cloud 
the horizon as far as some Tacoma 
and southwest Washington oper- 
ators are concerned, although a 
settlement was reported of the 
eight-week Simpson Logging Co. 
strike at Shelton. Chief difficulty 
now hingles around the CIO boom- 
men, who have been on strike since 
August 7. 

The Simpson Logging Company 
signed an agreement with the CIO 
International Woodworkers’ of 
America on September 29 under 
which its 1,050 employes would re- 
turn to work at the same wages 
they received when the strike be- 
gan August 3. The strike started 
when the company rejected a de- 
mand for a 1214¢-an-hour increase. 
Under the new agreement, wage 
discussions can be reopened if the 
lumber market improves or a gen- 
eral pattern of increases is estab- 

(continued on page 71) 
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wny Ecegelomanu \s tHe Ove SPRUCE THAT 
BUILDS 5-cuagyd BETTER! 


“No matter how you saw it,” some folks have thought, “spruce is 
still spruce.” But that’s just where the difference in spruce begins 
to show up—in the sawing. In North Idaho Engelmann Spruce, 
nature and man have combined to produce a new wood, a wood 
that builds 3-ways better . . . stronger and more durable, hand- 
some as a wood can be, easy to work for cabinets and furniture. 
Nature began it by providing the ideal climate and soil in North 
Idaho to grow a better spruce. Exact milling, scientific kiln-drying 
and better planing have completed the job to bring you a uniform 
product, superior for every use. 
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RA 
FOR EXTERIORS 


Light in weight, yet it is 10 to 
20% stronger than Ponderosa. 
Kiln-dried for uniform quality. 


EXTRA DURABLE 


EXTRA HA 
FOR INTERIORS 


Pale, off-white in color, it is fine- 
grained and has a uniform tex- 
ture. Free from pitch and resin. 


DSOME 


EASY-T0-WORK FOR 
CABINETS, FURNITURE 


This new wood handles well and 
does not split in nailing. Ideal 


INSIST ON NORTH IDAH 


There are several varieties of spruce but there’s only 
one North Idaho Engelmann Spruce. And this is not 
just another spruce. It’s the new and different wood 
cut from the finest stands of Engelmann Spruce in the 
West. It’s not just air-dried, it’s kiln-dried, using con- 
trolled methods of pre-steaming to insure absolute 


pEddress Inquiries for 
Further Information ta: 





SPOKANE, WASH. 


PACK RIVER LUMBER CO. 
Sandpoint, Idaho 


BuiLtp1Inc Propucts MERCHANDISER 


for cabinet work, or millwork. 
KILN-DRIED 


ENGELMANN S - ¥ U C E 


uniformity and a continuing supply at all times. It is 
not a seasonal product—plants are in operation the 
year round, Be sure to insist on NORTH IDAHO 
Engelmann Spruce—specify it by name to insure your 
customer’s complete satisfaction. Ask your wholesaler 
about it today, or... 


D 
ACK RIVER SALES CO. 


P.O. BOX 64 ° TELETYPE SP. 105 ” TEL. MAdison 0121 
Managing Sales For 


NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. ~ 
Gibbs, Idaho Thompson Falls, Mont. 
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ALCOA 
MEANS 
BUSINESS! 


Overnight deliveries to practically any 
section of the country are accom- 
plished by Alcoa’s network of distrib- 
utors. This means that, as an Alcoa 
Dealer, you need*stock only the fast- 
est moving items, “Backroom stocks” 
never build up—yet, you can offer 
your customers a complete line of 
roofing materials . . . sheet, flashing, 
nails, roll valley, ridge roll—and all 
from one source. 


MAIL THIS COUPON TODAY! 


ALUMINUM COMPANY OF AMERICA 
2117-K Alcoa Building 
Pittsburgh 19, Pa. 

Please send me information on the Alcoa 
line of Farm Roofing and Accessories. 
Name 
Company 


Address 





Masami 


ALUMINUM COMPANY OF AMERICA 
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“We sold $95,000 worth of 
Alcoa Aluminum Roofing’ 


Thanks to complete line and quick turnover! 


Ross Hanahan, president of Caro- 
lina Lumber & Supply Company, 
Atlanta, Georgia, reports sales of 
over 8,000 squares of Alcoa” 
Aluminum Roofing Sheet and 
Accessories during the past year. 
Speaking from experience, Mr. 
Hanahan states that quick turn- 
over makes it profitable to carry 
Alcoa’s complete line of alumi- 
num roofing and accessories. 


+ ROOFING SHEET 


LONGER LASTING ROOF 


ALCOA DEALER AIDS include 
application folders, self-mailers, 
envelope stuffers, point-of-sale dis- 
plays and yard signs. For informa- 
tion on how you can become the 
Alcoa Dealer in your locality, call 


your local Alcoa sales office. 


October 19, 


Mr. P. G. Hanahan, founder and 
present vice-president and gen- 
eral manager of the company, 
was one of Alcoa’s first roofing 
sheet jobbers. He has found Alcoa 
Roofing a very profitable item 
over the years and the basis of a 
wonderful personal and business 
relationship with Alcoa. Alumi- 
num Company of America, 2117-K 
Alcoa Building, Pittsburgh 19, Pa. 


Cappers 


es 


Mg 


Ane 7 | aie 
i 


ALCOA NATIONAL ADVERTISING 
presells your customers. Magazines 
include The Saturday Evening Post, 
Country Gentleman, Successful 
Farming, Progressive Farmer, Cap- 
per’s Farmer, Farm Quarterly, and 


the nation’s top poultry magazines. 
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lished in the industry. The same 
contract has been offered the 
boommen. 

Advent of rain has greatly im- 
proved the logging situation in 
western Washington and camps for 
the most part are operating at near 
capacity. 

Sale of 3,709,000 board feet of 
timber in the Olympic National 
Forest to the Simpson Logging Co. 
for $79,985 was announced re- 
cently. 


Lumber Market 
Slow At Baltimore 


A slow pace still marks the Bal- 
timore lumber market, prices and 
the supply situation being little 
changed in the past six weeks. The 
weather has been good for con- 
struction, which is booming in 
home building. Prospect is for this 
to continue until late in the fall. 
Industrial work is at a low ebb, 
compared with the tremendous 
postwar activity of other years, 
and shipyard contracts are spotty. 

Southern pine continues to hold 
rather steady. Maryland mills have 
been favored with good cutting 
conditions, and a fair order back- 
log, if the selling end of the busi- 
ness is pushed. Imports from out- 
of-state are steady with no price 
changes worth mentioning. 

The same selling attitude must 
be extended all along the line - 
the easy days of “taking orders” 
being definitely a thing of the past, 
most yard owners say. This is all 
the more emphasized, since many 
real estate developers bypass the 
yards and deal direct. This means 
lots of lumber is being consumed, 
for construction has been at quick 
pace, but the local yard operators 
are not benefitting as they once 
did. 

Supplementing supplies from 
nearby states, more sizable ship- 
ments of long leaf pine were re- 
ceived from Honduras during the 
latter part of September. 

In the hardwoods, it’s the same 
old story of recent months. The 
upper grades of this lumber are 
very firm and steady, and dealers 
think they will remain that way. 

Aside from the home and apart- 
ment construction field, there were 
a number of permits for new 
schools and churches in the me- 
tropolitan area. 

The August total of building 
permits was very large, reaching 
a volume of $14,673,387, the major 
portion of it being in the sub- 
urban areas. 
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Bear Facts 


Bears have become a more ser- 
ious threat to the tree-growing 
program of the Hammond Lumber 
Co. than forest fires. Alfred H. 
Merrill, forester for the California 
concern, estimates that bears may 
cut down Hammond's next timber 
crop by 400,000,000 feet in 40 
years at their present rate of de- 
struction. The animals already 
have destroyed 1,660 acres of 
Hammond’s young timber; are 
killing about 47,000 trees each 
year. 

Bears strip the bark off growing 
redwood and Douglas fir to eat the 
thin cambium layer below; de- 
struction of the cambium layer 
kills the tree. 











Fir Plywood Orders 
Slightly Above Output 


Fir plywood orders slightly ex- 
ceeded production for the week 
ended September 26, according to 
figures released by th Douglas Fir 
Plywood Association, based on in- 
formation from 74 reporting mills. 

Orders totaled approximately 66 
million feet, compared with pro- 
duction of 63,608,000 feet, repre- 
senting 89.7% of capacity. For the 
preceding week, orders were ap- 
proximately 56 million and produc- 
tion 63,691,000. Shipments totaled 
66,876,000 or 94.4% of capacity, 
compared with 62,895,000 the pre- 
ceding week. 

The industry’s unfilled order file 
increased slightly to approximate- 
ly 185 million feet from about 180 
million the preceding week. This 
is about two and a half weeks’ pro- 
duction at full capacity. 

Production for the first 38 weeks 
was 2,406,225,000 feet, 18.9% 
above the 2,024,231,000 for the like 
period last year. Shipments were 
2,392,167,000 feet, 21.5% higher 
than the 1,968,076,000 a year ear- 
lier. 

Average weekly production for 
the first 38 weeks was 63,322,000 
feet, compared with 53,269,000 last 
year. Capacity of the 74 reporting 
mills, representing 96.1% of the 
industry, is 70,877,000 feet weekly. 


Shipments Nationally 
1.5% Below Production 


Lumber shipments of 518 mills 
reporting to the National Lumber 
Trade Barometer were 1.5% below 
production for the week ending 


September 26, 1953. In the same 
week new orders of these mills 
were 2.1% below production. Un- 
filled orders of the reporting mills 


amounted to 339% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 20 
days’ production at the current 
rate, and gross stocks were equiv- 
alent to 57 days’ production. 

For the year to date, shipments 
of reporting identical mills were 
1.9% above production; new or- 
ders were 1.1% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 63% 
above, shipments were 65.3% 
above; new orders were 56.8% 
above. Compared to the corre- 
sponding week in 1952, production 
of reporting mills was 4.9 below; 
shipments were 11.2% below; and 
new orders were 13.7°% below. 


Western Pine 


Orders for western pine lumber 
and associated species increased 
for the week ended September 26, 
but they were less than the corre- 
sponding week a year ago, accord- 
ing to figures released by the 
Western Pine Association based on 
information from 108 mills. 

Orders totaled 75,820,000 feet, 
compared with 68,859,000 the pre- 
ceding week and 98,707,000 the 
corresponding week a year ago. 
Similar comparisons of shipments 
are 69,431,000, 70,195,000 and 
85,735,000 and for production 78,- 
021,000, 75,193,000 and 79,963,000. 

This week shipments were 11% 
below production, orders were 2.8% 
below production and orders were 
9.2% above shipments. Weekly 
averages for September during the 
three preceding years were: orders, 
80,099,000 feet; shipments 79,754,- 
000 feet; production, 76,341,000. 


Southern Pine 


Orders for southern pine de- 
creased for the week ended Sep- 
tember 26, and they were less than 
the corresponding week a year 
ago, according to figures from the 
Southern Pine Association based 
on information from 126 mills. 

Orders totaled 17,303,000 feet, 
compared with 18,792,000 the pre- 
ceding week and 18,762,000 the cor- 
responding week a year ago. Sim- 
ilar comparisons of shipments are 
18,772,000, 18,747,000 and 20,852- 
000 and for production 19,477,000, 
18,973,000 and 19,509,000. 

Shipments for the week were 
3.6% below production, orders 
were 11.16% below production and 
orders dropped to 7.8% below 
shipments. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Verticn! Gratin Flooring 
B&Btr. 


1x4 165.00 155.00 


° 130.00 
ixé 65 130.00 


Drop Siding 
4 tine #106) 155.00 
1x6 (Pat. #116) 155.00 
Celling 
“x4 


150.00 
150.00 


-125.00 123.00 
115-125 120.00 
Honrds and Sh plap 
1x6 
No 
No. 
Ne. 1 Dimenston 
12 14 
2x 4 62.00 62.00 
"ox 6 61.00 63.00 
2x § 623.00 62.00 
2x10 61.00 63.00 
61.00 59.00 59.00 
| Dimenston 
57.00 657.00 59.00 
56.00 58.00 57.00 68.00 
58.00 657.00 54.00 66.00 
2x10 56.00 58.00 56.00 5.00 
2x12 56.00 64.00 654.00 66.00 
No. 8 arenes n/t, Only 


Add $8-$10 for dry lumber) 





RED CEDAR SHINGLES 


Reoynals 
24” 


R o 4/2 

o 2 4/ 

No. 3 43 
payeae 


13.75- 


vA 
aR 
5/2 
5/2 
6/2 





WESTERN RED CEDAR 


Irices for red cedar siding tn mixed 
cars, new bundling, @ to 16° are: 


Reveled Siding. Y% Inch 


“x4 Inch 5-85 
“x6 Inch 
“4x6 inch 
Y%x8 Inch 
Clear Bungalow Siding. 
8 inch . 160.00 
10 inch 185.00 
12 inch 
Finish TP and Btr. S82 or 48, 
®@ to 10 or Rough 


100.00 


Celling or Fleortng, B and Btr. 
B&Btr. Cc 
+ 120.00 100.00 
ix4 ‘ 120.00 116.00 95 00 
Discount on mouldings 620° -20° odd 
lengths, 
Serien 8.000 
Tisting under 4,00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5/16" x 1-3/4"-—2 to 1” 
100 lin. ft. 1.50 


72 (To obtain more data on advertised products see page 79) 


WESTERN PINES 


Ponderosa Pine 
a RW 
Selects nd 
28 or 48 4/4 RW 6, y 8/4RW 
C& Btr RL ..250.00 0 265.00 
No, 2 
110.00 
110.00 
Commons, 82 
a No. 4 
Ix § RL 20, 70.00 58.00 
ixi2 RL .. 20.00 70.00 58.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 1x8 1x10 
C & Btr RL 265.00 265.00 265.00 270.00 
DRL -.. 225.00 225.00 225.00 240.00 
Commons, S2 or 48 No.1 No.2 No.3 
.»--155.00 143.00 110.00 
. 184.00 149.00 110.00 
Sugar Pine 
Selects 
{RW 5/4 RW 6/4 RW 
.. 260.00 75.00 280.00 
255.00 270. 275,00 
240. «1 
No. 1 No. No. 3 
7 80.00 
125.00 80.00 





OAK FLOORING 


Clear Pin 4652% ix1 
White 182.00 Hx} 
Red 187.00 165.00 

Sel. Pinin 
White 170.0 
Red 175.0 


2 
177.00 
177.00 


145.00 


0 167.0 
0 150.00 167. 


00 
#1 Com. 

Pin. White 

& Red 160.00 130.00 145.00 
#2 Com. 

Pin. White 

& Red 110,00 70.60 82.00 
#1 Com, 

& Br 

Sherts, 

1%” ..110.00 80.00 97.00 

F.O.B. Memphis mills 





SOUTHERN PINE 


Vertieal Grain Flooring 
B&Btr. Cc 
160.00 150.00 

Flat Grain Flooring 
140.00 


D 
130.00 


130.00 90.00 
160.00 120.00 
Drop Siding 
1x6 (Pat. #106) 150.00 
1x6 (Pat. #116) 150.00 
Boards & Shipiap 
1x6 1x8 
..95.00 100.00 
..70.00 72.00 
. - 95.00 60.00 
No. 1 Dimension 
12 14 
2x 4 85.00 86.00 88. $.00 
2x 6 81.00 82.00 
2x $8 84.00 84.00 
2x10 94.00 94.00 
2x12 100.00 100.00 
No. .. Dimension 
82.00 83.00 
79.00 
79.00 
23 83.00 
2x12 $2.00 83.00 83. 00 


Ne. 3 —— = R/L ~— 
4 


REDWOOD 
Bevel Siding 


4x 4 V.G. Clear All Heart..... 
¥%x 6 V.G. Clear All Heart 

%x 8 V.G. Clear All Heart 

%x 6 V.G. Clear All 

%x 8 V.G. Clear All 

%x10 V.G. Clear All 

4x 6 V.G. Clear All 

4x 8 V.G. Clear 

4x10 V.G. Clear 

4x12 V.G. Clear All Heart 


Note: A grade V.G. Redwood Siding 
$45.00 less for “4%. % and % in above sizes 
Anzne Siding 

1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart S48 . odénebeenee 
1x 6 Clear Heart S48 ..... .-+-130.00 
ix 8 Clear Heart S4S ... ay 155. 00 
1x10 Clear Heart S4S ‘ 

1x12 Clear Heart S4S 


Note: A Grade 1x4, 1x8 deduct $10, 
x6, 1x10 and 1x12 deduct $15. 
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WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 
Ix4 et R 150.00 140.60 100.00 
Flat Grain Flooring 
1x4 3 7 ) 125.00 75.00 
1x6 . Trertrr 150.00 100.00 
Drop Siding 


1x6 (Pat. #106) 150.00 
1x6 (Pat. #116) 150.00 


145.00 90.00 
145.00 90.00 


Ceiling 
5x4 . : 105.00 100.00 
Ix4 ew. eee 110-120 105-115 


Boards and Shiplap and 
2” (Dry) 
1x6 1x8 
No 1 oe ee - 44.00 76.00 
No. 2 .....67.00 69.00 
a 50.00 562.00 
No. 1 Dimension 
12° 14’ 16° 18’ 
65.00 65.00 68.00 68.00 
65.00 66.00 65.00 68.00 
67.00 67.00 65.00 65.00 
65.00 67.00 65.00 65.00 
65.00 65.00 65.00 65.00 


Dimension 
61.00 61.00 64,00 64.00 64.00 
61.00 62.00 61.00 64.00 64.00 
63.00 63.00 61.00 61.00 66.00 
61.00 63.00 61.00 61.00 66.00 
61.00 61.00 61.00 61.00 66.00 


No. 3 Dimension R/I. Only 
2x 4 . , .. 60.00 
2x 6 wae ate .... 49.00 
2x 8 ‘ - 17.00 
2x10 ‘ ++. 47.00 
2x12 ‘ ; er 





ENGELMANN SPRUCE 


Bonrds and — 

(dry) 6 1x8 

No caBtr..110.90 108.00 
No. 3&Btr 75.00 75.00 


No. 1 Dimension 
12’ 1 16’ 
67.50 
67.50 
67.50 
67.50 
67.50 


60.00 
60.00 
59.00 
60.00 
5 A 60. aor 
(Boards graded No. 1, 
price; no price for str: ae. We’ 
do not grade out No. 3 dimension sep- 
arately as in fir.) 
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YOUR PROFIT-MAKING FORUM 


Selling with more eye appeal 

Here are two of the strongest reasons why many 
good-income families never spend a penny on modern- 
ization. First—they learn to live with inconvenience, 
get into the habit of making detours around it in- 
stead of overcoming it. 

Second—for many years they stick in a rut of 
vague daydreaming. Weakly say, ‘““‘We wish we could 
have more space,” or ‘‘We wish we could redecorate.” 
But never get beyond this stage, because they never 
really see the actual possibilities of what can be done 
with their homes. Nor do they have any idea how 
easily such jobs can be planned and financed. 

More than anything, people need help in visualiz- 
ing specific improvements and how specific products 
will look and work out in their homes. Below are 
several good promotional ideas which will help you 
to snap many prospects out of the wishful thinking 
stage and get them to concentrate on a definite mod- 
ernization objective. 


... treasure hunt 


Try using some good newspaper ads and mailing 
pieces written along these lines: 

SECRET TREASURE IN YOUR HOME! 

Your home has all kinds of hidden possibili- 
ties for more charm, more space, more com- 
fort and convenience. And hidden possibilities 
for big savings in maintenance and fuel costs, 
too. Have one of our experts show you—free 
of charge—how you can make the most of 
your home. 
Many of our home improvements start at 
only $3.60 a month—less than you may be 
paying per week for movies and other little 
pleasures. Call MAin 776 and ask for your 
free Treasure Hunt Check-up now. We'll be 
happy to arrange an appointment at your 
convenience. , 

In some of these Treasure Hunt promotional pieces, 
also underscore the fact that it takes the trained eye 
of an expert to spot those hidden possibilities for 
extra comfort and convenience, and to see just how 
to make the most of them. Another excellent angle 
is to point out that it also takes the experienced eye 
of an expert to see how an expensive effect can be 
obtained at very little cost. 

Many people are completely sold on ideas they 
see in handsome four-color magazine pictures — but 
never go any further than oh-h-ing and ah-h-ing. 
Mainly because they are sure they can’t afford any- 
thing so expensive-looking—do not realize how easily 
many of these ideas can be adapted to more modest 
budgets. Nor do they realize where they can best turn 
for help at the local level. 

Start telling them now, in as many ways as you 
can, that your staff members are particularly expert 
at detecting hidden possibilities and adapting clever 
magazine ideas to their individual needs and budget— 
at turning home liabilities into assets. 


by Norm Advertising, Inc. 
New York, N. Y. 
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... seeing is believing 

The more people learn to live with inconvenience 
and drab, unimaginative interiors, the more blind they 
often become to the possibilities for improving their 
homes! Many other people are completely blind to 
the opportunities their homes offer for added beauty 
and comfort because they are not familiar with the 
wonderful new products available for home improve- 
ments and what these products will do. 

To wake them up, try using this eye-opener: make 
November See-For-Yourself Month in your commu- 
nity. Remember, it’s repetition that gets maximum 
action, so use the slogan, “See for Yourself,” over 
and over again. In your newspaper ads, mailing 
pieces, window display cards, wherever you can! 

Here are just a few ways you can work it into 
your ads, sales ietters and window posters. The 
more variations you use, especially with words like 
“come” and “easily,” the better! 

“Come in and see for yourself how many wonder- 
ful home improvements you can make for just $5.00 
a month!” “See for yourself how easily we can 
adapt your pet ideas to plans, well within your budg- 
et.” “See for yourself how easily our Overhead 
Garage Doors work.’”’ Come in and see for yourself 
how much cash you can save each year with XYZ 
Insulation.” 


. .. two birds with one stone 

You can clinch big sales a lot more easily and a 
lot faster when you have two members of the fam- 
ily pulling for you instead of one! For this reason, 
greater care should be taken to arrange your store 
hours so husbands and wives can spend more time 
seeing things together in your showroom. 

Why not make Thursday evening Married Couples’ 
Night at your store and promote it as a “wonderfully 
convenient way to shop for new home plans and 
everything you need to build, remodel or make re- 
pairs.” Here are some of the many advantages of 
this plan from your customers’ viewpoint .. . big 
pluses which definitely help boost sales for you. 

When Mr. and Mrs. Hot Prospect can shop together 
for more than 10 or 20 minutes, they have a much 
easier time understanding each other . . . overcom- 
ing each other’s objections . . . and reaching a de- 
cision, than when they are forced to shop at separate 
hours. 

Saves time, double explanations and extra bother 
for both salesmen and prospects. Customers are also 
much more receptive to buying and much more satis- 
fied with their selections when they do not have to 
shop under the pressure of office luncheon hours or 
having to rush back to the house to feed the baby. 
This is particularly true in cases involving major 
Gecisions and big price tags. 

Last, and equally important, double-check your 
store for the convenience it offers to husband and 
wife shopping together. Is there a really comfortable 
place where they can sit down together and easily 
share plan and sample books, and pore over them 
together? Are chairs and tables a comfortable height 
for looking through plan books? And arranged in a 
way that encourages customers to spend more time 
in your showrooms? Lighting should also be double- 
checked for its effectiveness during evening hours. 
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THE LINDSAY 


Beneath its modest cost bracket, the Lindsay packs terrace beyond. There are three bedrooms off the 
a lot of comfortable living. It has an off-the-foyer center hall with the master bedroom enjoying a pri- 
arrangement; the kitchen is separated from the liv- vate bathroom. There is space at the entrance foyer 
ing-dining ell by a peninsular serving bar. There is for a decorative and useful storage assembly. 
an exit from the dining area to the breezeway and Write for plan AL-5. 


Dream Homes of Practical Interest 
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THE MADISON 


The Madison is a sumptuous three-bedroom ranch 
house that could be the dream home of almost any 
family. The living room with fireplace, the bay-win- 
dowed dining room and the useful den with its private 
terrace all add up to charm and comfort. There is 
plenty of space to move about in the kitchen and a 


corner table for informal dining. The master bed- 
room boasts two huge walk-in closets for “him” and 
“her.” It also has a private bath with a corner 
shower. Note the twin closets in the foyer and the 
inviting covered entry. 

Write for plan AL-6 


Here are two more attractive house plans in American Lumberman’s exclusive 


series. 


Look for this feature every-other- issue. 





How To Order 


Blueprints and materials lists 
for the houses described on these 
pages may be secured by writing +4 2- CAR GARAGE 
American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. One 
set of plans and a materials list 
may be secured for $22.50. Dupli- 
cate sets of plans are $5 each. 
Please make remittance when or- 
dering. 
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Bundled for easy handling Goldblatt Tool Co o 7 (om 
and safe, clean arrival. 


Plywood Corp 








Hachmeister-Inc re (GL) Van Valer Lbr. Co 
Hamer Lbr. Co., J. P 

’ , pear evens SPepens (GN) Wales Lbr. Co 
The nate Ee. Vere iF (G0) Walters Mfg. Co 
Heatilator, Inc 


| . ie (GP) Wendling-Nathan Co 
OZARK vr egipiane pstecaras ty (GQ) Western Wholesalers 
(GR) Western Woods, Inc 
-XL F ture Co., Inc .. 5S (HA) Winter Seal Corp. 

OAK aGele) di ic COMPANY I-XI urnitur n oak aeuslanidin thie Oo 
(HC) Wood-Mosaic Co., Inc 

BISMARCK, Kimberly-Clark Corp. ........ 67 ot Greus Santaete Oo 
MISSOURI Kimble Glass Co., Sub. of 


Woodall Industries, Ine 
Owens-Illinois Glass Co , (HE) 6: 





Kirby Lumber Corp 





Kwikset Sales & Service Co ‘ (HF) Yale & Towne Mfg. Co 
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A NEW SERVICE FOR READERS! 


e Designed to save you time 
© To make it easy for you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT-—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT’S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 
end of each item in which you are interested. Then 
fill in remainder of coupon and mail. 





Keep Informed on 
“WHAT'S NEW”! 


“WHAT'S NEW” ITEMS 


Use the BLANK BELOW to obtain: 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser’s Name. 


For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 

As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 
facturer of the “What's New” item. 


Take advantage of this new service today! 





“WHAT'S NEW” PRODUCT INFORMATION: 

Circle the code number on the coupon below which corresponds 
to the number listed at the end of that specific “WHAT'S NEW 
item. 


ADVERTISED PRODUCT INFORMATION: 


Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupon below. 


19 20 21 22 23 24 25 


37 38 39 40 41 42 43 


55 56 57 58 59 60 61 


ADVERTISED PRODUCTS 


Nome 
(Please Print) 


Company ____ 


City 





AL AN AO 
BL BN BO 
ct CN CO 
DL DN DO 
Et EN EO 
FL FN FO 
GL GN GO 
HL HN HO 
JE JG it IN JO 
KE KF KG Kt KN KO 


BeSSEsVQez 


.. Position 


_— Address 


State 





Mail This Coupon to American Lumberman & Building Products Merchandiser TODAY! 
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Personalized Screw Driver Set 


The personalized Vaco X-4 screw 
driver set consists of: (a) Two re- 
versible blades (4 different bits); 
(b) a breakproof, shockproof han- 
dle; (c) plastic bag with three 
pockets; and (d) a deep blue gift 
box with plastic cover and mailing 
container. The box without the 
mailing container is 514”x4”x1!.” 
deep. 

The personalizing is what makes 
the set so effective as a good-will 
builder. Imprinting is done on the 
Amberyl handle and also on the 
plastic bag which bears the ad- 
dress of the donor as well as the 
name. Vaco Products Company. 


For more data circle No. 1 on coupon, p. 79 


Acrabore Auger Bits 
Eye-catching Christmas put-up. 
A set of six precision machined 
Acrabore auger bits set in a white 
styrofoam block. Special Christ- 
mas band which can be removed 
for post Christmas sales. Each set 
contains the following sizes: 1/,”, 


5/16”, 38%, 1 ae &” 
H. Graham & Co. 


For more data circle No. 2 on coupon, p. 79 


and 34”, John 


Professional Planes 


Sargent’s Hercules “Golden Cut- 
ter” planes are built for profes- 
sional use. They are uncondition- 
ally guaranteed—-with the guaran- 
ty on the box where customers will 
see it—and there’s a bright Christ- 
mas wrap to attract gift shoppers. 

The “Golden Cutter” plane has 
a vanadium tool steel cutter; hard- 
wood handle with plenty of clear- 
ance for the hand; anti-chatter 
construction; and a blade slot 
placed so as to prevent injury to 


the cutter when assembling. Sar- 
gent and Company. 


For more data circle No. 3 on coupon, p. 79 


Christmas Package for 
Woodchuck Chisels 


Red handled Woodchuck chisels 
set in white styrofoam blocks, seal- 
ed with Christmas band make fine 
tool gift item. Two sets available: 
No. 2 contains 144” and 11,” chis- 
els; No. 3 contains 14”, 3,” and 1” 
chisels. Winsted Edge Tool Works. 


For more data circle No. 4 on coupon, p. 79 


Power Wood Bits 


Christmas Package 


Dura-Bilt Tool Co. Inc., manu- 
facturer of power wood bits, offers 
a choice of any of three sets, the 
46-4K four-piece plastic kit, the 
46-6K six-piece plastic kit, and the 
46-9K nine-piece plastic kit for 
Christmas promotion. Each set is 
packaged in a Christmas box de- 
signed in traditional red and green 
holiday colors. A gift card is print- 
ed on the box. 


For more data circle No. 5 on coupon, p. 79 
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WHITE FIR 








PAU 


SUSANVILLE 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


L BUNYAN LUMBER CO. 





INCENSE CEDAR 


CALIFORNIA 
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COMPLETELY PRE-PACKAGED 
AND READY 
FOR INSTALLATION... 


o+- TUB ENCLOSURE 
PATENT PENDING 
Sell it over the counter for $74.50... the 


LARGER customer installs, or you install for an 


extra profit! Absolutely non-competitive! 
PROFITS 


FOR YOU SHOWER MAID wub enclosures 
have all the advantages of custom 

enclosures plus many exclusive features no other enclosure 
has! They fit any recessed tub that goes from wall to wall. 
Complete pre-packaged unit can be installed by the cus- 
tomer in under 2 hour. SHOWER MAID enclosures are 
rust-proof aluminum, with shatterproof, colorful Dow 
Styron plastic panels. Door opens all the way. Completely 
NEW and entirely different from any other enclosure! 


BACKED BY NATIONAL 
ADVERTISING~—PLENTY OF 
FREE DISPLAY MATERIAL 


COUNTER DISPLAY 


Whatever ad- 
vertising you 
find most use- 
ful, there’s 


Shows exactly how es 


SHOWER 
MAID material 
for you! Fold- 
ers, circulars, 
newspaper mats, 
real sales build- 
ers that will 


SHOWEK MAID 
works with all 
materials same 
gauge as the full- 
size enclosure. 


BABE 


would have been. 
leased! 


Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 
floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 
the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 

grow near the lakes, straight and tall. They 

% are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 
become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength... installs easily and economically. 
And lasting beauty? Look at any Robbins floor 


and you'll uaderstand why Robbins is the world’s 


COLORS MATCH 
help you get An DECORATIVE 
largest manufacturer of maple flooring. 


volume with SCHEMES 


SHOWER Translucent Coral, Pearl Gray, Sea Green 
MAID now! or Sky Blue blend with any paint or tile, 





Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY| sure 
Pyare eh ha ae) ee | Reed City, Michigan 


1028.N. La Brea Avenue e Hollywood 38, Calif 


Write Today for Name of Your Nearest Wholesaler 


Ishpeming, Michigan 
Write Dept. A, Reed City, Michigan for illustrated literature 
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SIZZLES WITH SALES APPEAL 
THAT PUTS MONEY IN YOUR POCKET 


Millions of Feet Have Sold on Sight! 

Thousands of home craftsmen, builders and con- 
tractors have bought right from the display panels 
in dealer showrooms. They wanted wood panel- 


Thousands of Installations Have Paved the 
Restaurants, offices, conference rooms, show- 
rooms, lobbies, cocktail lounges, living rooms, 
game rooms, bedrooms, dining rooms have all 


ing . . . they wanted new design . . . they wanted 
knots and natural growth characteristics . . . they 
wanted low cost... they gor it in Georgia-Pacific’s 
textured plywood. 


Way for Ripplewood Sales 


used this magnificent paneling to create a warm 
and beautiful atmosphere. Buyers are satisfied 
customers . . . proud of the beauty it creates. 


Wherever Used, Ripplewood Sells More Installations 


Buyers report that visitors and customers exclaim 
over the striking styling, the dramatic touch, that 
this knotty textured paneling permits, and ask, 


“Where can I get it?... I want it for.....” 
Ripplewood creates a presold marketful of pros- 
pects ripe for your order book. 


The Prospects for Ripplewood Wall Paneling Are Limitless 


The enormous market potential is waiting. With 
Ripplewood, Georgia-Pacific now brings the 
luxury of genuine wood wall paneling within the 
reach of everyone. The annual market of nearly 
one million new homes and a modernization 


market of over $4,000,000,000 offers tremendous 
sales possibilities for aggressive dealers handling 
Ripplewood. When prospects see Ripplewood 
they buy it! When dealers show Ripplewood they 
sell it! Be sure prospects buy it from you! 


THESE RIPPLEWOOD SELLING POINTS HAVE SOLD THOUSANDS OF INSTALLATIONS 


@ It’s genuine wood wall paneling 


@ Its natural growth characteristics add elegance and 


charm to any setting 


@ It increases the market value of the property 


@ Its magnificent knotty swirling texture makes 


possible brilliant new styling effects 


@ It is easy to install and finish 

@ It is low priced 

@ It is factory sealed—ready to install 
@ It comes in panels or squares 


@ It is protected by cartons 


GEORGIA — PACIFIC pivwoon company 


Dept. AL-10, 270 Park Avenue, New York 17, N. Y. 
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NEW PRODUCTS 


(begins on page 80) 


New Bathroom Cabinets 


The Miami Cabinet Division of 
the Philip Carey Mfg. Co. an- 
nounces a new twin compartment 
sliding door bathroom cabinet 
knowns as duette, made in both 
custom and deluxe models. 

The new duette cabinets provide 
double or more the storage space 
available in conventional single- 
compartment cabinets. The twin 
storage compartments are acces- 
sible through two mirror-faced 
sliding doors. 


Yesterday . 


Interior of the duette custom 
model is finished in white enamel 
baked-on for permanence. It is 
equipped with eight crystal glass 


shelves, four on each side. Exte- 
riorwise, the custom features full 
mirror doors, framed top and bot- 
tom in bright buff stainless steel. 

The duette deluxe cabinet is fin- 


+ + the more than thirty years of unceasing 
effort to bring you better products . 


. . the more 


than thirty years of expanding and increasing 


service to our dealers . . 


. have established a 


name which is our most priceless asset — Old 
American. This is our investment in the future. 


+ more lines bear the name Old American than 
ever before. Now, a complete line of highest 
quality asphalt and asbestos roofing and siding 
is available to you under one name— 


Old American. 


Tomorrow ... together, as always, with our customers... 
the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 


building products. 


THE SIGN OF THE COMPLETE LINE 


Old American Roofing Mills 


Division of 


The RUBEROID Co. 


7600 Truman Rd., Kensas City, Mo. 
A factory location convenient to you. 


84 (To obtain more data on advertised products see page 79) 





ished inside and out with baked-on 
white enamel. Mirror doors are un- 
framed. It is available with or 
without the fluorescent tubular 
lights with shade, electrical out- 
let, and switch. 

Overall size of SD1820 duette 
custom is 38-9/16” x 23-5/16” x 
5-3/16. Overall size of SD1818 
— deluxe is 3614” x 2514” x 

4 e 
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What's YOUR Answer? 


Because the American Lumberman is first 
with the news and important features about 
the dynamic retail building materials busi- 
ness, dealers all over the nation are using 
it as a continuing “school” for them- 
selves and their employes. Many dealers 
find the quiz, “What's YOUR Answer?”, an 
excellent way to spot-check themselves on 
industry developments and trends. Why not 
make sure you and your co-workers are 
constantly well-informed? You can purchase 
subscriptions to the American Lumberman 
for as little as $1.50 each when three or 
more are bought at one time. 


1. Why is Dr. 
about women? 


2. What type gypsum insulat- 
ing lath can you identify easily 
even when it is in place? 

3. How can you _ get free, 
prompt answers on your ques- 
tions for Washington, D.C.? 

4. “Yule profit . .. by selling 
fir plywood to the do-it-yourself 
trade for Christmas projects” is 
the advice in what advertisement? 

5. An exclusive feature article 
lists in the headline five ways to 
sell more lighting fixtures. Can you 
name two of the ways? 

6. A black and white coverage 
map of the United States is fea- 
tured in what advertisement? 

7. What was one of the main 
considerations of the Woodwork 
Jobbers Service Bureau’s New 
York meeting? 

8. How many 
Heatilator fireplaces? 

9. What was the big feature of 
the Erdman-Piess Lumber Com- 
pany’s two-day show? 

10. A sign on a huge smoke 
stack gives the name of what lum- 
ber mill that deals in everything 
from “small mouldings to big 
sticks?” 

Answers on page 96 


Kinsey right 


dealers _ sell 
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When door sales hang 


in the BALANCE .. . 


TIP THE SCALES YOUR WAY with... 


Aluminum Roofs 


Roliton aluminum roofing con- 
sists of three main members, the 
pan, the batten and the fastening 
clip, with other accessories com- 
mon to all roof coverings such as 
ridges, hips, end trim, valleys, etc. 

It differs from other sheet metal 
roofing in that there are no seams, 
splices, laps or soldered joints, the 
metal always extending eave to 
eave in one length regardless of 
the distance. There is no nailing 
through the metal on roof surfaces. 

Expansion and contraction is 
provided for by the unique de- 
sign which allows the main mem- 
bers to move freely through the 
fastening clips which hold them 
securely to the surface upon which 
the roofing is applied, yet allows 
adequately for the contraction and 


expansion of the metal. Roliton Wisconsin Bnight 


Aluminum Roofs of America, Inc. 


For more data circle No. 7 on coupon, p. 79 Folding Doors (sin) FLUSH DOORS 


Fashion leader among Birch, Birchina, Gum, 
folding doors! Laven, and White Guamba! 




















NOW! The sparkling new 1954 
model is available! The new alu 
minum track makes for the easiest, 
smoothest glide you've ever seen! 


America’s preferred door in beau; 
tiful face veneers . .. your choice 
of five! Hollow (grid core and locked- 
ladder types), as well as better de- 
The new catch locks the door signed solid core . . . interior and 
closed when desired! More folds exterior models! With Wisconsin 
per door add to its beauty! Knight quality and low prices, you 
Wonder-Fold doors are covered ony ee See —_ eos in you 
. stock. Years of service have proved 
with rich-texture Fashon vinyl fab- Wisconsin Knight the best profit 
ric (with Good Housekeeping seal) maker you can handle. A modern 
in tive decorator colors: Red, green, daylight factory makes them better, 
murmnng of white, gray! Lowest speeds them to you faster! 
= eek prices in the field offer more sales 
! 
Colorful Paint Pot eB pe Write, wire or phone us 


Working closely with the Paper ; Se } age today for tho full story 

Container Div. of Continental Can the. opportunity — in ee 

Co., the Seidlitz Paint and Varnish ye Your areal , P 

Co. announces a heavy duty leak / RETAILERS! We'll Dictate n 

proof paper container of 51% quart | \ + By E. pis waa tee oa ei 

capacity. The Paint Pot, as it is 3) a ; ai 

called, is designed for mixing or 3 + , <a 

intermixing paints and colors, for ia 

cleaning brushes and rollers, and 

ae pee other —— "9 CLIP AND MAIL THIS COUPON — OR CALL TEXAS 4-8008 IN DETROIT! 
ecorated in two colors, with ad- 

vertising copy ell. around the con- WISCONSIN DOOR CO., 10101 LYNDON AVE., DETROIT 21, MICH 

tainer, it is resin impregnated with Wisconsin Door Co. American Lumberman October 

a reinforced (double) bottom for 10101 Lyndon Ave., Detroit 21, Mich. 

greater strength and durability and 

is extremely light in weight. Its ( Wender-Fold doors (] Wisconsin Knight doors 

low cost in relation to other con- 

tainers makes it completely dis- 

posable. 
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Please rush full information about your new « 


Address... . 


City, State 
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NEW PRODUCTS 


(begins on page 80) 


New Outdoor Incinerator 


The new Model 2000 burner is 
designed to handle all burnable 
trash, in any kind of weather. Com- 
pletely inclosed in a heavy gauge 
outer casing, the enclosed bottom 
and cylindrical shape make it pos- 
sible to easily roll the burner from 
one spot to another if desired. An 
8” high spark arrester prevents 
danger of flying debris. 

The Majestic outdoor incinera- 
tor is 21” in diameter and 41” high. 
Its inner basket of heavy duty elec- 


trically-welded rods is easily re- 
movable to empty non-burnables. 
Majestic Co., Inc. 


For more data circle No. 9 on coupon, p. 79 


New Weatherstripping 


Weatherstripping made of plas- 
tic instead of metal has been in- 
troduced by the Schleger Mfg. Co. 
The use of wool pile gives an ex- 
ceptionally high sealing efficiency 
with its contour-hugging proper- 
ties, and the plastic base affords 
new installation ease. For installa- 
tion only a hammer and ordinary 
scissors are needed. Color-match- 
ing tacks are provided free. The 
product is called Adjusto-Seal. 


For more data circle No. 10 on coupon, p. 79 


10 Spot Cleaner 


Postamatic Co. announces a new 
chemical housewares product called 
10 Spot. 

It is designed for the 10 tough- 
est cleaning jobs around the home. 


FP 


"2S BEST HaRD SURFACE CLE 


These cleaning jobs are: 1) painted 
surfaces (woodwork, walls, etc.), 
2) metal surfaces (pots, spigots, 
etc.), 3) porcelain (sink, refrigera- 
tor, etc.), 4) floors (hardwood, lin- 
oleum, concrete, etc.), 5) furniture 
(wood, plastic, metal), 6) tile, 7) 
glass, 8) the oven, 9) plastics, and 
10) the automobile. 

Cleaning results are achieved by 
following 10 Spot’s simple direc- 
tions: using a solution of two 
tablespoons of cleaner in a gallon 
of lukewarm water for general 
cleaning, or applying full strength 
from the can for “stubborn areas.” 


For more data circle No. 11 on coupon, p. 79 
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FORD 


FLUSHWOOD 
DOORS 


Maximum Beauty at 
Lowest Cost 


Maximum Quality at 


Top Quality at Prices Your 
Customers Can Afford } 








86 


Suttons Bay, Mich 


Lowest Cost 


DISTRIBUTORS: Write to 
day for full information 
and prices of money-saving, 
profitable FORD doors! 


RETAILERS: Send for name of 
your nearest distributor! 


NORTHPORT 


FLUSHWOOD DOOR CO. 


OFFICES 
et) Mi ee a 
Phone Midwest 4-3450-1-2-3 
PLANT - Northport, Michigan, Phone 2322 


Phone - 61 





PULLMAN 
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"po-1T-YOURSELF".Z/ 


PULLMAN SASH BALANCE 


Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes, 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


MANUFACTURING CORP 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 
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EPoost Your SALES VO 


WITH SENSATIONAL LOW COST CABINETS 


‘ . Be Stee, > SHIONEO 
1 A, + ol WALTERS MiG. CO- 


CAnmont PENNA 


se ‘ced “INSTALL ’EM YOURSELF” Amarr 


207 as ADVERTISED wits 


More than 10,000,000 buyers will see 
WALTERS ads during November and 
December in BETTER HOMES & GAR- 
DENS, AMERICAN HOME and GOOD 
HOUSEKEEPING. Your customers will be 
pre-sold on WALTERS. BE READY TO 
LET "EM BUY! 





ONLY WALTERS ia 
Can Offer You 


% Such a low-priced 
high mark-up line. 
You buy it direct. 


% Heavy gauge steel. % The quality of cabinets cost- 
% Glistening chrome hardware. ing twice as much. ... 


WALTERS has the Good+ 
24-page booklet, "How Low %& Sound-deadened doors. housekeeping Seal. 
say pata ce cape % Genuine FORMICA tops with 
Your Home” is available to : . 
consumer for 10c. It sells stainless steel moulding. * Radial action (pat. pend.) con- 
WALTERS Cabinets for you ; cealed hinges. 
for every room in the home. % Gleaming white enamel — 


BE READY TO LET "EM BUY! baked on. % Slide-easy drawers. 


Three Series of Wall, Base and Utility Cabinets f 

FREE MAT SERVICE AND ! 
MERCHANDISING AIDS = = | 
The most complete mat service in the " I | 
industry, plus hard-hitting point of | } | 


purchase merchandising aids, will let 
you reap the benefit of this national 
campaign. BE READY TO LET "EM BUY! 


com eo 


MAAIERS ae os 












































Walters Manufacturing Co., Dept. L 

Box 292, Pittsburgh 30, Penna. 

Please send me full information on WALTERS cabinets and my 
copy of WALTERS Steel Fashioned Pocket Manvol. 

NAME_ 
STORE NAME 
ADDRESS 


OV... ZONE_____STATE__ 
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NEW PRODUCTS 
(begins on page 80) 


Weatherstrip for Metal 


Casement Windows 


Easy installation is a feature of 
the weatherstrip for metal case- 
ment windows now being manur 
factured by Macklanburg-Duncan 
Co. The casement window weather- 
strip slips over the window frame, 
snaps into place permanently with- 
out screws or supplementary fas- 
teners. 

The strips are made in alacrome 
or bronze. 
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Hand Magnetool 


A new 70-series permanent-mag- 
netic Multilift hand Magnetool, re- 
placing the old Model S, has been 
announced by the Magnetool Div. 
of Multifinish Mfg. Co. 


PICK-UP ond RELEASE 


70-series units are 512” long and 
8” high, but vary in width as fol- 
lows: Model 71, 1%”, retailing at 
$19.75; Model 72, 31,” $38.00; and 
Model 74, 614”, $75.00. Pick-up 
capacities respectively are: 2-3 lbs., 
4-5 lbs., and 8-9 lbs. 


For more data circle No. 13 on coupon, p. 79 


New 7” Portable Saw 

The new Power-Guide weighs 
only 11'% lbs. and will miter a 2” 
plank at 45° and has a shoe ad- 


justment for slotting from 1,” up 
to 2-7/16” deep. 

The Power Guide has an air 
cooled motor in an aluminum hous- 
ing that delivers one full horse- 
power under peak load, and a full 
7” blade. Ram Tool Corp. 


For more data circle No. 14 on coupon, p. 79 
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New Steel Caster 


The Form-Forged caster, de- 
signed to take punishing loads, is 
available in 5”, 6”, 8” and 10” 
sizes, with semi-steel, forged steel 
or rubber-tread wheels. The new 
caster has a load rating up to 1,500 
lbs. and can be ordered in either 
swivel or rigid types. The Bassick 
Company. 

For more data circle No. 15 on coupon, p. 79 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 




















English Type 
RAIL and HURDLE 








ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 


PROFITS for 


YOU SELL FENCE 


We Carry Inventory 
FENCE | veces 
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our name, from 
a io and 


— THE WORLD’S FINEST — 


gaze" |] |‘LAYTITE' ssc FLOORING 





Blocks, continuous or regular 
strip, and Slats 


Forest Products Since 1872 


CONNOR LUMBER AND LAND COMPANY 


P. O. Box 112-M, Marshfield, Wis. - Phone No. 3 - Teletype No. 26 
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* Zambos Products 


we 


S) 9 203 FUAVAI eB ty 


PONDEROSA PINE 
DOUGLAS FIR 
: REDWOOD 


(eo.J.Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 





a COMPLETE LINE of 


DRY WALL TOOLS 
... another GOLDBLATT First 


2-FOR-1 TOOL. for dry wall feathering. 2 flexible spring steel blades, 1 
curved, 1 flat. Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blade fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle. Hardwood 
handle, steel ferrule. 

DW21 — Complete with blades Each $4.95 
DWFB — Extra Flat Blade Each 1.75 

(8 wide x 6” long) 
DWCB — aD Curved Blade Each 1.75 

(8 wide x 412" long) 


CORNER TAPING TOOL. 100° angle 

spring steel flex-o-blades make it pos- 

sible to cement both sides of a corner ’ 

at once. Tape can be smoothed to 

clean angle in one operation. Smooth, 

comfort-grip hardwood handle. Frog 

and tang of lightweight aluminum. i 
3” x 5’. Total weight of tool only 

7 o2 

DwcT Each $3.95 


CURVED BLADE TAPING TROWEL. For 
those preferring trowel style tool for 
taping work. Tool has a spring steel 
blade with a 3/16" concave radius. 
Blade is securely riveted to tough, 
lightweight aluminum mounting. Com- 
fortable handle. Blade size 10/2" x 
47". 

_ fen Each $4.10 


DRY WALL CEMENT HAWK. Specially t 
made for wall board work. Stainless 

steel blade measures 10” x 5’ and ¢ 

has a 1” lip. Hawk weight only 18 


oz. for lightweight comfort. Comfort- 

able neodeet type handle. Smooth ‘ ; 

surface makes this tool practically t 

self-cleaning. P 


DWE nnceecceccreccceessoneee BER $2.75 s 








TAKE-DOWN “'T” SQUARE. 47%" leg with 18” “'T”’. 
"T’ folds down to align with leg for coovenient 
carrying and storage (see illustration). 4772" leg, 
perfect for scoring 48°’ wall board panels. Square 
weighs only 20 oz. 


DWwTT ~ eseicnlacsipeeeta Each $5.25 


Items shown above are only a few of the many Dry Wall tools and acces- 
sories you'll find in the new Goldblatt Dry Wall Bulletin. Fill in coupon 
below and return today for your free copy . . . and Dealer Discount Sheet. 
Prices shown above are suggested list. Our comprehensive 116-page 
Catalog of Tools and Equipment for the Trowel 
Trades is also yours, Free for the asking. 


oldblatt) TOOL COMPANY. 


“1924-8 Walnut Street « Kansas City 8, Mo. 





Please send me Free Goldblatt Dry Wall Bulletin. 


UO 


Please send me Free 116-Page Catalog 


> 
a. 
Qa 
= 
© 
w 
y 
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NEW PRODUCTS 


(begins on page 80) 





Ice Remover 


An ice removing chemical which 
is reputed to greatly cut the winter 
cost of cleaning steps, walks, 
drives, loading docks and parking 
lots is announced by the Monroe 
Company, Inc. 

Known as X-73 Ice Remover, the 
product is said to melt ice and 
thaw snow many times faster than 
salt; and to eliminate ice chipping 
and greatly reduce the need for 
snow shoveling. It is also claimed 
to contain a rust inhibitor which 
affords protection to automobiles, 
machinery, drains and gutters. 


For more data circle No. 16 on coupon, p. 79 







Two Headed Paint Roller 


The Fond du Lac Roller Corp. 
announces a new two-headed Duo- 
Mechanic paint roller designed ex- 
clusively for professional painters. 

The Duo-Mechanic Rollr is made 
in three standard sizes, 8”, 11” or 
14” wide. (Two 4” slip-on covers 
make an &” roller, etc.) The Bestt 
exclusive ‘‘T’’ construction permits 
the painter to cut in next to wood- 
work with either end of the roller. 

The Duo-Mechanic Rollr is avail- 
able in two styles—slip-on covers 
or with a sturdy hardwood core. 


For more data circle No. 17 on coupen, p. 79 


Hot Water Baseboard Heating 

Warren Webster & Co. has an- 
nounced a new model of its forced 
hot water baseboard heating. 

The new baseboard has 37% 
fewer parts than formerly required 
for installation. 

The heating element of copper 
pipe with aluminum fins is contain- 


anata a 


B5 Btn OOS 

















ed in a sheet steel enclosure which 
measures less than 9” in height 
and slightly more than 2” in depth. 
This is installed in place of the us- 
ual wooden baseboard along every 
exposed wall of the home. 

The enclosure is nailed to the 
wall. Brackets, which are tapped 
into the enclosure back, hold the 
heating element. Enclosure fronts 
are snapped in place and trims 
added. 


For more data circle No. 18 on coupon, p. 79 


Outdoor Lamp Posts 


The new Nayco line of outdoor 
lantern posts, made by Nathan 
Cohen, Inc., was designed to com- 
plement any type of setting. All 
posts are made from outdoor 
woods—usually Douglas fir. Cable 
hole runs through center of post 
from end to end to sheath wiring 
and fittings. Bottoms of posts are 
treated with a preservative and 
painted. Balance of post is sanded 
and ready for paint or varnish. In- 

(continued on page 92) 





There’s a Houseful of 


Profit Possibilities 


uses for perforated board around the 
house. Limitless uses mean limitless 
profit possibilities for you. People are 
asking for perforated board by name 
these days and most of them are nam- 
ing PERPORALL. This consistent de- 


NO 





| > new, better 
« extra competitive 


= WEDGE-RITE™ 


OVERHEAD GARAGE DOOR SETS 


FEATURE 


@ OFFSET TRACK! 

@ GRADUATED HINGES! 

@ ELECTRO-GALVANIZED FINISH! 

@ ALL STANDARD SINGLE & 2-CAR SIZES! 
@ AMAZING LOW PRICE! 


“WEDGE-RITE” offers you superior quality, premium 










lly low prices 





mand and the new low prices for PER- 
FORALL add up to more money for 
you. You'll profit, too, by Woodall’s 
coast-to-coast manufacturing _ facilities 
and nationwide distribution. Stock and 
display popular PERFORALL for « 
houseful of profit possibilities. 


There's a “WEDGE-RITE” set for every need: single car 

sizes from 8'x6'6" to 9x7’; 2-car sizes from 14’x7’ to 

16'x7’; and commercial sizes from 9x9 to 20x12’ 
for doors 1%" or 144" thick 
















DOOR SECTIONS! Truck load or carload lots in 
stock sizes. Kiln-dried, Douglas fir, dowel construc- 
tion. Lowest prices! 


q> qp ap 











Write for complete details, Titer- 
ature, prices and the name o 
your Perforall distributor. 


Woovart [noustaies Inc. 
7563 East McNichols Road 
Detroit 34, Michigan 


WRITE FOR FULL INFORMATION 
THE 


‘WEDGE: RIT gare 


1641 N OLDEN AVE EXT. TRENTON 6. NEW JERSEY 
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Sugar Pine and Ponderosa Pine 


from our own Large Timber Resources 


Mixed Cars to the Trade -- Our Specialty 


Mouldings — Kiln Dried Top Quality 
Interior Trim — Jambs — Frames 

Incense Cedar Venetian Blind Slats 

Cut Stock — Glued-up Panels — Box Shook 


The Ralph L. 


NDERSON, 
Lumber Company ona 


A Dependable Source of Supply 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Sugar Pine — Ponderosa Pine — Douglas Fir — White Fir — Incense Cedar 











PICKET 
CUTTER gy oe by Plane 
E Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


Turn those odds and ends of lumber into pickets— @ WHITE PINE 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . adjust- @ HEMLOCK 
able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 
can operate ... prompt delivery. 

Write Us For Complete Information! MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
H. A. SCHUBERT CO. ; ists P 

Air-dried QUALITY LUMBER Kiln-dried 


1212 Washington Ave 


DEFEND YOUR TRADE with 
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NEW PRODUCTS 
(begins on page 80) 


stallation instructions are furn- 
ished with each. 

The posts come in four styles. 
All models are 8’ long and weigh 
about 25 pounds each. Net whole- 
sale prices range from $9 to $12.50 
each when four or more are pur- 
chased at once. 


For more data circle No. 19 on coupen, p. 79 


Decor Louver Doors 


Decor Door Co. has introduced a 
line of interior louver doors that 
range from bar-room doors for 
rumpus rooms to Dutch doors for 
the colonial mansion. They are 
available in sizes from 1” wide to 
3” in heights of 6’8”. The company 
does not advocate that lumber 
dealers stock a large quantity of 


these doors but rather that they 
rely on factory shipment which is 
prompt. 

The doors are manufactured of 
kiln dried sugar pine. There are 
many louvers in stock doors which 
gives them a distinctive styling ap- 
pearance. 


For more data circle No. 20 on coupon, p. 79 





Handi-Jar 


Handi-Jars are mounted on a 
simulated natural wood grain 
board, easy to install, with molded 
glass jars, and include identifica- 
tion stickers. The clip (patent 
pending) is engineered to allow 
maximum ease in inserting and 
detaching jars. 

They are available in double-row 
plaques holding 10 six-ounce jars 
at $2.69 retail and in single-rows 
holding five six-ounce jars at $1.49 
retail. George C. Knight Co. 


For more data circle No. 21 on coupon, p. 79 





We're building sales for you! 
Here’s how... 





lockwood’s 
CR Lockset 
Cataloque 

















Sweets 


Light 


Power Kit and Holster 


The new Speedway Executive 
power kit and holster features an 
Exylin 20-gauge holster, which en- 
ables its owner to carry his Speed- 
Drill and accessories on his trouser 
belt, and a 44,” 4 h.p. SpeedWay 
SpeedDrill with Jacobs chuck, sev- 
en imported chrome vanadium steel 
drill bits, assorted aluminum oxide 
abrasive discs for sanding, rubber 
backer, and lamb’s wool bonnet. 
SpeedWay Manufacturing Co. 


For more data circle No. 22 on coupon, p. 79 


Dry Wall Finishes 

Texture Plaster Sales, Inc. an- 
nounces a finishing system, known 
as the TP line. While developed 


(continued on page 96) 


“This Van of Padgett-Smith 
Oak Flooring is the finest I’ve 
ever received!”’ 





Construction 


File “Padgett-Smith Van Service on Oak 


> Flooring is tailored to my needs.” 











25,000 BUILDERS 


receive this file of val- 
uable information on 
building materials. 
They will be looking for 
LOCKWOOD dealers. 


Why don’t you demand the best in service on 
fine oak flooring? Padgett-Smith trailers give 
direct delivery within a 500 to 600 mile radius 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade .. . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, 
try P.S. today! 





Pepresentatives in most states. 
Write or phone for details! 


fy America’s Most Complete 

ee Line of Quality | a 
Builders’ Hardware y \' al 
ADGETT-\IMITH FLOORING CO. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY _ MOUNTAIN 
Fitchburg, Massachusetts 
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Get in on the swing to: 


CLEAN, 


easy-to-handle, 
profitable 





qi . } 
"Stops Rot and Termite 


ow? 
. = 


Kaow the reesous why American Lumber ADJOINING 


genuine Pressure 

Treated Wolmanized & Treating Co. PLYWOOD PLANT 

Lumber outsells the 1673 McCormick Bidg., Chicago 4, Ill. 

field two to one. Write 

for this free Branch Offices in Boston, New York, Baltimore, 

booklet. +N Jacksonville, Fle., Little Rock, Ark., Los Angeles, 
> San Francisco, Seattle and Portland, Ore. 


saeco ae “: 


Wolmoanized is a registered trademark of - AND : 


Koy American Lumber & Treating Co. : SAWMILL 





You enjoy the finest manufacturing and ship- 
ping facilities if you put your lumber needs to 
Reduce Delivery Costs Roseburg! Roseburg’s adjoining plywood plant 
and sawmill give the fastest possible service 
and Speed up Deliveries ... your exact requirements are loaded into 
with your car simultaneously from both plants. And 
both plants are new and efficient for precision 
production at high volume of Roseburg’s choice 
old-growth timber. 
There’s no better combination for quality and 
service. Call on Roseburg today! 


MIXED CARS TO SUIT YOUR NEEDS 
Kiln-Dried Douglas Fir Dimension, 
Boards and Bundled Uppers 
e 
Fir Plywood, Both Interior and 
Exterior Grades 


Dealers! Roseburg’s timber comes 
from the Umpqua Valley in the 
heart of Douglas County. Douglas 


° 
Load or Unload a Load s ae County has the largest stand of 


. virgin timber in the U.S. today 

er Half Load at a Time .. ane further assurance that Roseburg 

products will please you and your 
customers through the years. 

Complete Beds Shipped KD 

Easy Assembly & Mounting 


Write, wire or phone for Cotoleg ond Prices RO S F 8 U be G 
- LUMBER CO. 
The R=-B COMPANY saaponel 


ROSEBURG, OREGON 


1921 Guinotte Sawmill, Plywood Plants 
KANSAS CITY 1, MO DILLARD, OREGON 
8 ° 


PHONE: 3-5561 
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DOUBLE PROFITS On “Build Your Own” Furniture 


ROOM DIVIDERS Newest trend in versatile furniture. 


These metal frames plus your 1” x Profits on our Metal Units. 
12”s make room dividers, bookcases, 


ete. (Each order comes complete 


with cross braces.) Profits on EXTRA lumber, 
—_ plywood, paint, varnish, etc. 





#R502—27” high 
high 

d Tables—Bookcases—Room Dividers 

All supports 12” deep —Benches—All made from lumber 
BOOK CASES in YOUR YARD NOW-—PLUS our 
Kr metal legs. The Do-It-Yourself 
Anyone can make these to set on the market is HOT. We started a na- 
floor or hang on the wall. Make any | tional sensation with wrought iron 


length by using the metal frames]| ..,.. ” : P 
plus your 1” x 10° boards. Pair (in- Build-It-Yourself” furniture with 


cluding cross-braces) $8.95 retail. | OUT units. Here is a brand new 
Added sections $4.50 each. Wt. 9%4 extra-profit business tailor made 
Ibs. per pair. for you. Order now and get your 
share of a fabulous new market. 




















Height Attach HAIRPIN | Wts. | Wts. | DIAG- | Wes P YO 
leg Under Specify Ye} V2" ¥e" ONAL Lbs. oe 
or Y2' Rd. | Lbs. | Lbs. | 56” Rd. National Advertising 
sofa, couch $5.55 3% $5.25 tot cat mn 
and display material. 

7 ' - 
wees = soa : BW. a.» B All prices shown are 
coffee thi. 5.95 _| 4% | 565 | 5%] subject to 40% dealer 
coffee tbl. 6.65 5 5.85 discount. F.O.B. Los 
cocktail tbi., bench 6.95 5.95 Angeles, California. 
“7 T e735 | au Freight allowance 


| BO vs Samp, ond tie 7.95 | - ae 2eocte. Be. |—"*1 $1.50 per 100 pounds. 
22” ‘TV, lamp, end tbis 8.95 _— Send your order 























. 28” dining tbi., desk wT oS a oe TODAY! 


ANGELUS WROUGHT IRON Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 



































ee oe eee coun? | 
HOLT HARDWOOD CO. 


ANACONDA || we. errs 


MAPLE e@ BIRCH © BEECH e OAK 


COPPER wi 


HERRINGBONE 


MINING COMPANY FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


GRADED SAWDUST 


Lumber Department) | “"°**?""* 


Custom Kiln Drying 


BONNER ° 
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Se am 


HERES THE pecra WINDOW 
Customers Will Look For— 


Millions of potential power tool customers will see ~ 


MAKE 


SURE 
THEY 


FINDIT 


this Delta ‘‘Christmas Gift Window" advertisement, with its powerful 
suggestion—‘“‘Pick your year-around gift from the Delta Power Tool window!” 
They'll actually look for the window — and buy where they find it. 


Cash in on the biggest promotion in Power fool history / 


Feature the Delta Christmas Window 


Put in the Delta window the first week 
in November, and leave it in, to sell for 
you during the big Christmas buying 
season. We'll supply you with everything 
you need—life-size cut out of man, 
window and door banners, window 
cards, etc 


lie-in by Advertising Locally 

Big national advertising makes folks 
want Delta Power Tools; your local 
newspaper ads and direct mail tell them 
where to buy them. Schedule your pro- 
grams to coincide with Delta’s national 
advertising. We have a selection of hard- 
selling tie-in newspaper ad mats and 
mailers for you. 


Display Delta Tools Inside Your Store, Too 
Feature big-ticket Delta Tools in your 
best traffic locations—-where buyers 
brought in by the window can see and 
touch them. And don’t forget to include 
accessories—they’re wonderful plus bus- 
iness with a very good profit margin 
for you. 


BuriLpInc Propucts MERCHANDISER 


Demonstrate to Sell 


Train your store personnel to demon 
strate at every opportunity. Use direct 
mail and newspaper ads to promote 
special group Seukevatvetions, “do it 
yourself’’ evening clinics, etc. And 
“demonstrate’’ outside your store by 
showing the new Delta sound-color 
movie at hobby groups, clubs, service 
organizations, etc. 


Take Action Now! 

Delta’s gigantic fall and Christmas sales 
and merchandising campaign is the big- 
gest thing in power tool history! It will 
generate a tremendous surge of big- 
ticket business at the time of year when 
folks are in the mood to spend 


... But You Can Cash-in Only by Tying-In! 
Plan your 
with your 
coupon. 


DELTA QUALITY POWER TOOLS 
Another Product of k il 
Rockwe 


rogram now. Get in touch 
elta man today, or use the 


Here's where your prospects will see Delta's 
powerful Christmas Window ad: Saturday 
Evening Post, Nov. 14; This Week, Nov. 21; Better 
Homes and Gardens, Dec.; Popular Mechanics, 
Popular Science, and Mechanix illustrated, Nov.; 
Home Craftsman, Nov.; Homecraft and the 

Home Owner, Nov. 


Delta Power Tool Division 

Rackwell Manufacturing Company 

678K N. Lexington Ave., Pittsburgh 8, Pa. 
C) Please rush full details on Delta's big fall 
and Christmas Power Tool promotion, 

[) Who is my nearest Delta Distributor? 





Position 





Company 





Address 





| 
| 
| 
: Nome 
| 
| 


—Lone_‘State 
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NEW PRODUCTS 


(begins on page 80) 


principally for the huge dry wall 
finishing market, these products al- 
so provide the solution to restored 
appearance of old, cracked and 
marred walls and ceilings. 

The TP line consists of (1) TP 
Silicon Joint Cement, a new rub- 
ber-based, ready-mixed joint ce- 
ment or filler. (2) TP Silicon Rub- 
ber Texture, a ready-mixed rubber 
base colored texture paint which 
comes in eight pastel colors. Covers 
in one coat and dries in four hours. 
(3) TP Silicon Rubber Flat, a ready 
mixed rubberized silicon flat finish 
paint for interior surfaces. Comes 
in 12 colors. (4) TP Silicon Stipple 
Texture, a ready-mixed elastic type 
base texture paint for interior sur- 
faces which may be tinted any col- 
or by the addition of any rubber 
of casein base paint. (5) TP Silicon 
Admix—a sand additive which can 
be added to any interior flat or 
rubber emulsion paint to produce 
sand texture finishes. (6) TP Re- 
inforcing Tape, a 100% sulphate 
stock tape with closely knit long 
fibers fortified with a resin emul- 
sion wet strength agent. Available 
in two types, perforated or pin- 
pointed with center scoring for 
ease of application on corners and 
angles. 


For more data circle No, 23 on coupon, p. 79 


Folding Wood Rule 


Stanley Tools is now marketing 
the new No. 126F Green End fold- 
ing wood rule. Square ends and 
even numbers give this new rule 


utmost utility as a pocket-size 
marking gauge for standard build- 
ing measurements in units of two 
inches—two, four six, eight, 10, 12 
inches right through entire length 
of rule. Opened from short leg end, 
each additional leg extended gives 
end-to-end readings in even half 
foot length—an even foot, foot and 
a half, two feet, and so on up, 
Green End quality features include 
big black figures on white select 
native hardwood sticks, plastic 
coated. 


For more data circle No. 24 on coupon, p. 79 


New Auto Carrier 


Everyone who must occasionally 
carry long merchandise or tools, 
ladders, etc., will welcome this new 
Sidalong Carrier pair. 

Sidalong carriers, made by the 
Acme Metal Products Co. hook on- 
to the door of the car, whether the 
window is open or closed. The suc- 
tion cups not only hold the carrier 
hooks from swinging but they so 
cushion the load that it does not 
injure the finish of the car. 


For more data cirele No. 25 on coupon, p. 79 


Fibro Paper Drop Cloth 
Package 


The new Fibro Paper Drop Cloth 
and protective cover is an all-pur- 
pose, heavy-duty krinkle kraft cov- 
er. It is available in the standard 
9’x12’ size as well as other special 
sizes and is light weight. Tough 
and wear-resistant, these covers 
stand up under abuse and can be 





Phones: 8-0747 ~ 5-1191 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Qvotations on receipt of your specifiections 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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used many times. 

The new transparent cellophane 
wrapper adds protection and at- 
tracts shoppers. Fibleco Illinois 
Corp. 


For more data circle No. 26 on coupon, p. 79 


New Fix-It Package 


A new packet of water faucet 
washers and seats for the do-it- 
yourself housewife or the week- 
end handy man has been an- 
nounced by Snap Products, Inc. 

The packet, a transparent poly- 
ethelene envelope, contains one 
Snap-in swivel washer, one Snap-in 
faucet seat, an insert tool, a meas- 
uring gauge, and an_ installation 
instruction folder. 


For more data circle No. 27 on coupon, p. 79 





Solutions to 
What's YOUR Answer? 


Stop! Read questions on page 84 


1. Art Hood in his editorial on page 
27 points out that Dr. Kinsey says 
men are inclined to underestimate 
the power(s) of women. Art lists 12 
ways women “beat out” men; he also 
lists 12 ways you can cap‘talize on 
this. 

2. Beaver Insulating Lath made by 
Certain-teed Products Corp. with the 
name plainly labeled on the surface 
of each sheet. Ad is on page 4. 

3. By writing direct to the Ameri- 
can Lumberman’s Washington ed tor, 
Robert Y. Kerr. See page 16 for de- 
tails. 

4. The advertisement of the Doug- 
las Fir Plywood Association on page 
17. 

5. Good advertising and stocking of 
specific-need fixtures are two of the 
many tips this article on page 44 
gives you for increasing sales of 
lighting fixtures. 

6. Country Gentleman Magarvine on 
page 22. 

7. The headline says, “Woodwork 
Jobbers Consider Metal Threat.” See 
page 64 for details on this important 
national meeting. 

8. 15,000. 
page 59. 

9. A build-it-yourself home. Read 
the success story, page 28, of this 
dealer’s show which attracted 45,000 
people. 

10. Crossett Lumber Co. in its ad on 
page 103. 
What’s YOUR Score? 
9 to 10 correct: Excellent! 7 or 8: 
Good. 5 or 6: Fair. 


Heatilator’s ad is on 
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Rod Devil 
PAINTERS’ AND GLAZIERS’ - 
QUALITY CUTLERY 


















Pl SERIES 

Putty Knives and 
Wall Scrapers— 
Cocobola handles— 
Choice of stiff or 
flexible blade. 








P23 SERIES 

Putty Knives and 
Wall Scrapers—Full 
tang blade—Tenite 
handle. 







P2 SERIES 

Wall Scrapers— 
Oversize handles— 
Highest quality 
obtainable. 







_ Putty Chisel 








pi7- 1%" 






The most complete 
line of painters’ and 
glaziers’ cutlery. 








IRVINGTON 11, N. J. 
U.S.A 


Red Devil Toofs. 





AUTOMATIC 


TANNEWITZ oot: 


for Swing Saws 


SAVES 


30 Days Free Trial 





$30 to $50 A MONTH 
IN LUMBER AND LABOR 





L, 


ORDER NOW OR SEMEL FOR 


CIRCULAP 






TANNEWITZ WORKS 


So (Pe » 
1 Cha 


| Ready Lumber & Plywood Co. 


3903 University Way — FVergreen 2400 — Seattle 5, Wash. 


| 
PLYWOOD 


ROTARY CUT MAHOGANY | 
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RIBBON GRAIN MAHOGANY 
| | SEN WOOD + SHINA «BIRCH. 
DOOR PANELS | 
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| Weitte us for samples | 
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ARE YOU GETTING YOUR SHARE OF THE 
VERY PROFITABLE COMBINATION WINDOW 


BUSINESS? 











Combénali 
STORM 
SASH 






SEND FOR 


FREE 


INFORMATION 
ON THE 
FINEST OF 
STORM SASH 

















ARE YOU MISSING A GOOD PROFIT ITEM? 
Everyone having sold this unit calls it one of the finest 
Combination Windows on the market today, and the LOW 
PRICE places it well within the reach of every consumer. 
Especially interesting to you is that this unit readily lends 
itself to an “over the counter sale.” 


HERE IS AN UNUSUALLY PROFITABLE PUSH ITEM, 
AND RIGHT NOW IS THE TIME TO START! 

We have available for you—attractive Decal Window Display, 

literature, small window samples for demonstration, as well as 

units to fit into your present display of double hung windows. 


NO STOCKING REQUIRED—IMMEDIATE SHIPMENT 
ON 200 STANDARD STOCK SIZES. 


HARGROVE COMPANY 


MFGRS. OF HARCO COMBINATION DOORS—AWNING TYPE WINDOWS 
Shipping Points Marietta, Ohio & Pittsburgh 
MAIN OFFICE—I5th & Muriel Streets, Pgh. 3, Pa. 


2 GREAT 
CABINET LATCHES! 


%* No Moving Parts. *& Easily 
Installed. *% Trouble-free, 
Lifetime Service. % No Slamming 
to Close! % No Jerking to 
Open! * Clean — Sanitary. 


for Kitchen and Bathroom 
Cabinets — for Built-ins 
— for Furniture 


MAGNETIC 
LECO-LATCH 


with built-in permanent 
Alnico magnet. Never loses 
its power to hold! 





SILENT 
LECO-FLEX LATCH 


neoprene cylinder cushions 
action—lets door close 
silently! 








Write for literature and name 
of your distributor — TODAY! 


LABORATORY EQUIPMENT CORP. 
St. Joseph 6, Michigan 











A Whole 
Depo rtment 


Yes, in only 2% square feet you can set 
up a store-proven self-service display stand 
of 57 popular Stanley Household Hardware 
items pul: buying, promote 
related sales. Carded hardware complete 
with screws is mounted on both sides of stand. 
Each card identifies itself, is a complete sales 
unit. Display can be assembled as shown or 
horizontally « on store island or counter top. 





Size 15” wide, 15” high, 6"deep. 
Pair of wire racks holds 14 of Stanley House- 
hold Hardware best sellers. Put them ona 
store island, counter, post or wall. Extend your 
points-of-sale. Let these displays sell for jou. 
Order by number today from your wholesaler. 


The Stanley Works, New Britain, Conn, 


[ STANLEY ] 


Reg. U.S. Pat. OFF. 


HARDWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING °* STEEL 
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‘SALES AIDS 


New Christmas 


Merchandising Assortment 


Featuring Black & Decker’s 
eight - color display piece, this 
U-1112 Christmas merchandising 
assortment consists of the free dis- 
play piece and the following tools: 
4,” electric drill, 44” electric drill 
kit, a No. 44 orbital sander, and 
a 4,” all-purpose drill (which in- 
cludes backing pad, 44” chuck, 
sanding discs, lambswool bonnet 
and a can of wax). 


For more data circle No. 28 on coupon, p. 79 


Pst 1000! 3 


Sales Promotion Kit 


Grant Pulley & Hardware Corp. 
announces the availability of the 
“Rocket 1000 Sales Kit.” The kit 
contains eight separate sections, 
including hundreds of ideas for in- 
creasing the sale of sliding door 
hardware. Keynote of the kit is a 
20-page newspaper advertising 
booklet, containing 65 different 
mats for dealer use as well as a 
four-page introductory message ex- 
plaining to the dealer how he can 
prepare his own advertisements. 
For the counter, a 16-page “Idea” 


October 19, 1953, 


booklet is offered, containing hints 
to the home handyman for instal- 
ling sliding doors. 

As a dealer service included in 
the kit is a 12-page pamphlet con- 
taining framing data for Grant 
sliding door hardware. Two win- 
dow streamers, one 11”x17” and 
the second, 13”x41” are designed 
for customer attraction. Radio 
commercials are contained in a 
four-page folder. 
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BON T tans 
CHamces 
wit Tees 





Lock Display 

The Sargent Saf-T-Lock display 
has five different demonstrating 
models — including the No. 4285 
which combines one-hand opera- 
tion and a deadlocking latch bolt, 
an exclusive Saf-T-Lock feature— 
and are mounted on the colorful, 
permanent board. Designed to take 
up a minimum of space, the 102-S 
mount may be set on the counter 
or attached to wall or pillar where 
it can be seen from two sides. Sug- 
gested uses and operation of the 
different models appear in large 
print on the display panel. Sar- 
gent and Company. 
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Many old houses are remodeled 
and modernized for use as rooming 
houses and tourist homes. The oper- 
ator may feel that he has accom- 
plished enough in modernizing bath- 
rooms and providing neat rooms with 
good beds and mattresses, But he can 
best point up the quality of his ac- 
commodations by putting a modern 
“face” on the house. His lumber 
dealer can show him many attractive 
wood front entrance assemblies and 
window designs that are easily in- 
stalled. 


AMERICAN LUMBERMAN € 





THIS IS THE NEW 


SFT 


(RTs ae PLASTIC WALL TILE 


the brightest STAR in the 
wall covering field 


THE TILE WITH THE POSITIVE 
WATER-SEAL FLANGE 
new sale horizons ... more profits... 


by selling a tile with these 
outstanding advantages 


yy Guaranteed color control in all plain and marbleized 


colors 
A newly designed face and soft contour bevel edge 
Color Matching Corner Pieces and Trim Tiles 


Precision molded square tile makes faster installation a 
reality 


Engineered design forces cement under the water-seal 
flange giving perfect waterproof protection 


New knife edge that enters the cement without resistance 


The design of the tile causes the cement to be forced 
under the tile reducing clean-up time to a minimum 


Conforms to the S.P.1. Commercial Standard Specifications 


Shallow cavity back saves on cement cost 


and new sales aids... 


A new over-the-counter three-color package for Point of 
Sale Counter Display 


Counter Cards—Window Streamers 
Radio Copy—TV Spots—Newspaper Ads 
Direct Mail—Consumer Magazines 


Full Color Installation Photos—Full Color Envelope Stuffers 
Full Color Catalog 


SINCE 1903 


[| /ACHMEISTER-/NC. 


a ~ 
// PITTSBURGH 30, PA 


me 
| 
| 





Hachmeister-inc. AL-5 
Pittsburgh 30, Pe. 


(_] Send me complete information about the New Coronet Plastic Wall Tile 
(_] | would like te see @ representative 

Nome 

Address 

City 
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( Here's a | 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in vile, 
wood or plaster. Pays 
dealers a bigger profit. 


wiLi NOT SHRINK SELLS BETTER because 








STICKS AND STAYS pijy it WORKS BETTER. 
Tl > 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Bu rham’s Rock- 
ard Water Putty 
ives you by far the 
est profit-margin on 
amy product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
ol] owt or chip off. Durham’s Rock-Hard 
ater Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
eeonomical, Just mix with water as 
needed. « Packed twee 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Avaftable in 25, 50, 100-Ib. drums for 
madvwstrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





PACKAGED 
FASE.MOVING 


BROWN’S 


|UPERCEDAR 


Quasanaced 909, Rad H eart—l00% Oi! Cantent 


Oar nattoned advan ttatag onewally produces thous - 
ands of easfomer inquiries which are tusned ever 
to ow dowbess for follow-up Rese i an active 
meskeat tor eoder closet lintrg. Brown's SOPER- 
CBDAR is a fast-moving, 
pro@habte om and is 


Werte far Buildoss Babder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & atabnen 


GREENSBORO, N.C Esta! ka 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Meyercord Company’s new full- 
color “ADvisor’’ book shows many 
actual applications of permanent de- 
cal point-of-sale sign advertising and 
covers such diverse applications as 
window signs, fountain signs, back- 
bar signs, counter signs, door signs 
and many others. 
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A new, four-color catalog contain- 
ing the Plomb Tool Company’s latest 
selection of Proto tools is now avail- 
able. The 64-page book contains a 
great many types of special tools for 
all tool users. The book contains an 
invitation for tool users to send 
specifications for tools required to 
solve specific production or mainte- 
nance problems. 


For more data circle No. 32 on coupon, p. 79 


A four-page, two-color folder de- 
scribing Marvel all-steel adjustable 
shores is available, the Marvel Equip- 
ment Co., Inc., has announced. The 
flier points out that the shores have 
completely encased adjusting screws. 
The units are said to offer rugged 
operation, long life and low mainte- 
nance, They come in three sizes, ex- 
tended lengths 8 6”, 12’ 3”, and 
1S. 
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A heavy equipment catalog is now 
available from Hyster Co. Featuring 
Caterpillar-Hyster “packaged” equip- 
ment for more efficient utilization of 
machinery on specific jobs, the big 
catalog illustrates the use-of logging, 
loading and road building equipment 
with actual on-the-scene operations 
in different parts of the world. 
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Booklet 53-S illustrates 32 differ- 
ent types of trucks for easier and 
safer materials handling. The spe- 
cifications and descriptions of these 
trucks, available in numerous stand- 
ard sizes, include pertinent product 
data plus how-to-use-it information. 
Nutting Truck and Caster Co. 
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Installation of locksets is the sub- 
ject covered in a fully illustrated 
pamphlet recently issued by Kwikset 
Locks, Inc. 

Entitled “Make Every Second 
Count,” the pamphlet describes the 
many installation aids available for 
faster installation of Kwikset lock- 
sets. 
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A new Porter-Cable Machine Co. 
28-page catalog lists 52 portable 
electric tools and kits with over 400 
attachments for use in contracting, 
woodworking, industry and mainte- 
nance. The book illustrates the tools 
and their uses. Included are complete 
specifications and prices for electric 
saws, sanders, grinders, drills, planes, 
routers, shapers, hedge shears, com- 
bo-tools, radial arms, blades, abrasive 
wheels, discs and tool accessories. 
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A new color motion picture, docu- 
menting the principles of sheet metal 
construction by Revere Copper & 
Brass Inc., is available to architects, 
specification writers and sheet metal 
men. 

The 46-minute picture is entitled 
“Sheet Metal in Building Construc- 
tion.”’ It was made under the auspices 
of the company’s research and devel- 
opment department. 
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Weyerhaeuser 4 - Square Farm 
Building Service has released a 64- 
page booklet entitled ‘““Modern Homes 
and Buildings for the Farm.” The 
two-color, 812”x11” book includes sec- 
tions on farm homes and utility 
rooms; poultry buildings and equip- 
ment; barns; barn and cattle feed- 
ing equipment; hog buildings and 
equipment; crop storage buildings; 
machinery sheds, garages, shops; 
milk houses, and market stands. 
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&@ WEATHER STRIPS 

* CALKING COMPOUND 
* GLATING COMPOUND 
* MOULOING & TR 

* MuUMBERS & LETTERS 
* S¢RteM DOOR GRliEs 


=m ~ 

The new 1953-54 Macklanburg- 
Duncan catalog is a 52-page, three- 
color cataiog which includes a listing 
of regular line M-D products still be- 
ing produced, as well as many brand 
new specialties. 

The catalog is indexed for easy 
reference and each product is illus- 
trated with both product picture and 
schematic drawing of its functional 
application. Complete product infor- 
mation as to materials, sizes, pack- 
aging and shipping is included. 


For more data circle No. 40 on coupon, p. 79 
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in the service of 


LUMBERRER 


ase 





protection 
per De dustty- 
@ professional safety engineers. 


@ more than 


90 
coast to ¢ branch 


cl 
Oast and in aim offices 


Canada, 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens MUTUAL CASUALTY CMP 


Operating in New York stete 
Lumbermen's Mutual Casualty easeny of illinois 


James $. Kemper, chairman « H. G. Kemper, president 
Chicago 40 











AT builds confidence 


; Through competent engineering, 
know-how in design, exacting produc- 
tion standards, service and dependa- 
bility 











Nash's skilled craftsmen are constantly 
striving to bring you the ultimate in 
precision quality-built products. 











These factors make for 





EASIER SALES—NO SERVICE CALL-BACKS 
And products that give a housetime of 
COMFORT. 


DOOR GRILLES 


Extruded Aluminum. Superior 
Construction. Write for complete 
details about our wide range 
of styles and sizes. 


Close-Tite Louver Windows 
and Doors 


Silent, Insulated,  Frictionless. 
Finger-tip controllable. Patented 
hardware assures lifetime serv 
ice and tight closure 

































































KIRBY 
Lumber Corporation 






@ Yellow Pine 
@ Oak Flooring 


KIRBY BUILDING HOUSTON, TEXAS 

















DOOR SWEEPS 


* 
% 


INITIALS 


Sturdy Extruded Aluminum 
White rubber Sweep. Elongated 
holes for easy installation and 
adjustment. Low Price — imme 
diate Delivery. 


NITE-GLO finish, Cast Alumi 
num with nuts and bolts for 
easy installation 

Full Information on Request 


neva Manufacturing Company 


17 So. Seventh St. long Branch, N. J. 
Long Branch 6-6200 
FACTORY BRANCHES IN PRINCIPAL CITIES 








































“Is it as Good as Kirby’s?” 





PINE AGENCY, INC. 


#1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 
p 


Lumber 


Selects ‘and 


California Ponderosa Pine 
Mouldings and Cut Stock 


attern 















BIRCH 
and 
HARD MAPLE — KILN DRIED — ALL THICKNESSES 


Tt at Chestnut — St. Lowis 1, Me. 
Phone Chestrut 9238 


#1 Com. & Btr. or Selects and Better — ALL 
QUALITY STOCK — NHILA Cert. attached. 





OAK, POPLAR, GUM AND YELLOW PINE — ALL HIGH GRADE 
AIR OR KILN DRIED — ALL IN THE BETTER GRADES 


32 YRS. — 1920 - 





1953 
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Manufacturers and Wholesalers of 


WOODEN FENCES 


We manufacture and sell 
alltypes of wooden 
fences. Rusticroft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 





Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 

@ POST AND RAIL 

FENCES 


DAVIO TEMOLER- Est. 1918-12 KING RO, MALVERM, PA. 
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EQUIPMENT 


Mobilift Truck 


A new Mobilift 4,000 pound ca- 
pacity fork lift truck is now in pro- 
duction at Mobilift Corp. plants. 
Called the D-424, the 4,000 pounder 
at 24” load center is powered by a 
Chrysler 6 cylinder, 65 bhp indus- 
trial engine. 

The wheelbase of the D-424 is 
48” with an overall length of 
8212”, less forks; this gives the 
new Mobilift an 80” turning radius 
for intersecting aisles of 6914”. 
The overall width is 39”. 
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New Hand Model Lift Truck 


Safeway Industrial Equipment 
Corp. announces a new hand model 
portable lift truck. 

This new powerful “one-man” 
Safeway hydraulic lift truck will 
lift loads of 1,000 lbs. to a height 
of 53”. It will operate in narrow 
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aisles and will turn in close quar- 
ters. Combination “snap-on” plate 
permits use as platform truck 
when forks are not required. Foot 
lever operation, safety release 
pedal and wheel lock, permits one 
man operation with maximum safe- 
ty. 
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3-Way Hydraulic Truck Hoist 


Easy installation of the new 
hoist can quickly convert any 114 
or 2 ton truck into a dump truck 
that will dump right side, left side, 
or off the end. 

A simple alternative arrange- 
ment of pivot hinges enables the 
truck bed to be dumped any of 
three ways. Anchor pins placed in 
position on either side or at the 
end of the hoist frame let the 
heavy duty twin hydraulic cylin- 
ders lift the truck bed to dump in 
a choice of the three positions. 
The bed can also be locked for 
rough hauling of shifting loads. 
Norweld, Inc. 
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Swinging Display Wings 


With steel channel swinging dis- 
play wings, made by the Multiplex 
Display Fixture Co., dealers can 
show full size samples of wall pan- 
eling the way it will look when 
installed in a home or restaurant. 


The full size (30”’x80”) doors 
hinged in a vertical manner per- 
mit inspection, comparison and se- 
lection. The racks are also used 
for display of doors. Rack for 10 
doors or 10 lumber display wings 
occupies a space 5’ long and 31” 
wide 
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Check Your Insurance Coverage 


How good is your insurance cover- 
age? Are you covered for lesser as 
well as major catastrophies? One 
way to be sure is to check your cov- 
erage against a list recently printed 
in American Lumberman. 


This list, especially applicable to 
the retail building materials dea!er, 
has been prepared by the insurance 
advisers to the Middle Atlantic Lum- 
bermen’s Association. 


A reprint of this article, which 
originally appeared in American 
Lumberman, may be secured without 
charge by writing American Lumber- 
man, 139 North Clark Street, Chicago 
2, Ti. 


Statement required by the Act of 
August 24, 1912, as amended by the Acts 
of March 3, 1933, and July 2, 1946 (Title 
39, United States Code, Section 233) 
showing the ownership, management, 
and circulation of AMBPRICAN LUMBERMAN 
& BUILDING PRODUCTS MERCHANDISER, 
published every other week at Chicago, 
Illinois, for October 1, 1953: 


1. The names and addresses of the 
ublisher, editor, managing editor, and 
usiness manager are: 


ent er, Herbert A. Vance, Chicago, 


Editor, Arthur A. Hood, Chicago, Il. 


Managing Editor, Gordon J. Lawler, 
Chicago, Ill. 


Business Manager, none. 


2. The owner is: (if owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by 
a corporation, the names and addresses 
of the individual owners must be given. 
f owned by a partnership or other unin- 
corporated firm, its name and address, 
as well as that of each individual mem- 
ber, must be given.) 


AMERICAN LUMBERMAN, INC. (a_cor- 
poration), 139 N. Clark St., Chicago 2, Ill. 


—Owned by: 

Vance Publishing Corporation (a cor- 
oration), 139 N. Clark St., Chicago 2, 
1. Whose stockholders are: 


A. E. Monetti, 20 Exchange Place, New 
York, N. Y. 


Herbert A, Vance, 
Chicago, Ill. 


3. The known bondholders, mortgagees, 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages or other securities 
are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or In any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is Ons 
also the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
Hef as to the circumstances and condi- 
tions under which stockholders and secur- 
ity holders who do not appear upon the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner. 


6. The average number of coples of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subsecr’bers during the 12 months 
preceding the date shown above was: 
(This information is required from dally, 
weekly, semiweekly, and triweekly news- 
papers only.) 
HERBERT A. VANCE, 
Publisher. 
Sworn to and subscribed before me this 
17th day of September, 1952. 


BEATRICE GARDEWINE, 
Notary Public. 


39 N. Clark S8t., 


(Seal.) 
(My cemmission expires Jan. 28, 1957.) 
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From Small Mouldings 
to Big Sticks ... 
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CROSSETT 


Can Supply You NOW! 


Producing every item from Arkansas Soft Pine Satin-like 


4 


= 
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Interior Trim and Mouldings, through the entire list of 
yard and shed stock, on down to big sticks; Creosoted, 
WOLMANIZED* treated or untreated . . . Crossett offers 
you exceptional service in dealer requirements. ***Here are 
unlimited assortment in perpetual supply, plus branded top 
quality — resale bonus values assured you by managed forests 


and permanent big mill facilities, modern to the last machine. 


Your first car will make you a lasting 


Crossett customer. 


*Reg. U. S. Pat. Off. 
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WEATHER STRIP __ 


for Windows and veers 


Packaged for all standard 28”, 
30”, 32” and 36” double hung 
windows, complete with nails 
and instructions. Quickly and 
easily installed by anyone. Makes 
a complete weather-tight seal. 


Numetal Weather Strip comes in 
handy sets for almost all standard 
doors. Available in stainless steel 
and felt door bottom strip—or with 
threshold and exposed hook. Sets 
come complete, ready for easy in- 
stallation. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLAHOMA 





4 


\ 


- dependable... 
Macklanburg-Duncan products! 


a 
—_ 


Wu-GARD Automatic 
DOOR BOTTOM & DRAFT ELIMINATOR 


The perfect answer to drafty doors—inside or outside. 
Nu-GARD is beautiful with smart, silvery-satin finish— 
and easily installed, too. Packed in individual cartons in 
lengths 28”, 32”, 36”, 42” and 48”. May be shortened 
approximately 2”. Year-round value stops draft-loss of 
heating or air conditioning. 











UP 

automatically snugly when 

when door opens - door closes, felt 
. felt bottom - , bottom hugs 

raises to clear s floor to seal out 

carpet. drafts. 


SMa WAY WEATHER STRIP 


Easiest in the world to put on. Carton contains one 
18-ft. roll, with nails and instructions for easy in- 
stalling. Made of moth-proof, pre-shrunk colorfast 
wool felt and white metal. Works perfectly on most 
any type window, storm sash or door. 

















CALKING SPEED LOAD 
COMPOUND 


The “standard of quali- The world's best calking 
ty’ in the calking field, compound in a ready- 


available in -pint, 
pint, quart, gallon, 
5-gallon cans. Also in 
55-gallon drums. 


for-action load. Non- 
staining, always pliable, 
smooth even flow. 


4a 85 s, 
Nu-Glaze -Stazine Nw Phalt 
dt COMPOUND PLASTIC ASPHALT 
=~ SII<< Use Nu-Glaze instead 


— ea . CEMENT 
of putty—it's not oily, 
DOOR BOTTOM STRIPS Vip- | Ie needs no working up, Used for sticking down 
YUE A Ia 


will not dry out, harden, shingles, setting loose 
crack or peel. Packed floor tiles and dozens of 
in cans—'2-pint, pint, other jobs! Comes in han- 


Thick wool felt and heavy ‘ 
° ‘a > »¢ 
jauge brass, alacrome or stain- TING COMP 


less steel—in lengths 28”, 30”, quart, 5 pounds; and in dy load form or in 2% 
32”, 36”, 42” and 48”. Packed drums from 50 pounds Ib., 10 Ib., 50 tb., and 
6 of same length per carton. : to 880 pounds. 55 gal. containers. 


BUILDERS DEALERS 


look to M ill be 

Products er anburg-Duncan for Order now! Your order Bag rs 
nuality—always de- i cume OY Duncan 
d at all Hardware d. Macklanburg- 


and . , . nation- 
Dealers| Building Supply products are fast seller 


ally advertised. 








Classified Advertising 





Mini 
26 Times — 7c per word for eac 
p+ lg change of 35¢ 
All ads for classified section must be in 





HELP WANTED 





Estimator: Needed by building 
material yard and jobber, located on Atlantic 
Seaboard. Duties required: To list from blue 
prints bui'ding materials for residential build- 
ings. Make quotations. Make shop drawings. 
A very good opportunity fer right man. Can 
purchase shares in company after first x 
Please quote A: expected and date avail- 
able. ae Bon M-47, American Lumber- 
man, Inc. 


WANTED IMMEDIATELY: Left-hand band saw- 
yer—9-foot mill, using push control, 14” feed 
—pull nigger—sawing all hardwood. In reply 
give age, qualifications, experience and - 
erences. — Box M-26, American Lum- 
nc. 





AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ml. 


HELP WANTED 
LUMBER JACKS & JILLS TOO: 


Why trust to luck in locatin 
tion? We either have, or wat Iovelen & lep me tok fhe fob 
you want in any ecstien of the U.S. or Canada. 


Qualified persons with records 
sored on a “NO JOB NO basis. Te! 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Mlinois 








LUMBER SALESMAN 


Earn $15,000 up. Mill with established ac- 
counts in Chicago area ulres experienced 
salesman to call on cote bamohee ards and 
industrial accounts. No travel. High commis- 
sion basis on established business assures 
income in excess of $15,000 ta For com- 
plete information see or wri 
Ww wee ". 
a mt en 
202 S. State Street” = 
Chicago, Ill. 
Wabash 2-5020 


WANTED: Man to serve as utility man or 
relief man as ae ~y and/or assistant m->n- 
ager. We operate six — yards in north- 
eastern IIllinois. Contact Q. R. Pau'son, Shurt- 


leff & Company, 8 North Spring Street, Elgin, 
Tinois. 


HELP WANTED 
Hardwood Lumber Ins wholesaler 





COST ACCOUNTANT 


Well established and reliable p peaneytvente 
millwork client needs seasoned cost man 
who knows woodworking machines and their 
uses, can establish cost centers. determine 
and interpret costs on a Job Order brsis. 
Good future and compensation in line wi'h 
ability and experience. Same client needs 
M'LLWORK ESTIMATOR, DETAILER AND 
BILLER who can read architects’ blue prints 
and specifications and accurately determine 
millwork irements and costs for submit. 
ting pro) is on Hospitals, B-nks, Churches, 
School partments, large and small housing 
projects, public buildings, etc. These jobs in 
a good location and a fine spot to land. Do 
not waste our time and you's unless you 
know your stuff and have a good record. No 
job-hoppers wanted. Send full details to: 


HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 








SITUATIONS WANTED 





Available now for Sales and Sales pox 


SALES REPRESENTATION 
WANTED 





Agents Wanted — Calling on retail lumber 
dealers to ssqcentes “Andy Brand” prefa*ri- 
cated assemblies. See our ad page 66 this 
issue. Commission, State experience, age, ter- 
ritory covered and lines handled. Ancerson 
Products Mig. Co., 524 N. Highland hese 
Aurora, Illinois. 


DISTRIBUTORS WANTED 

New line of Grandview Birch paneled kitchen 
cabinets offered in standard modular sizes. 
Also Formica sink a counter tops. Write 
for catalogues and 
lle ay Products Co., (Suburban Kansas 
City) 129th Street South on Highway 71, 
Grandview, Mo. 








SALES REPRESENTATIVES 
AVAILABLE 





MANUFACTURER'S REPRESENTATIVES: = 
established with ar 
building material jobbers of Iowa desires mo 
ditional lines. References and principals now 
represented furnished upon request. Address 
Box M-25, American Lumberman, Inc. 








ANUFACTURERS REPRESENTATIVE with 
excellent following wants one substantial line 
for lumber and building supply dealers on 
Long Island. Address Box M-33, American 
Lumberman, Inc. 


ATTENTION DOOR MANUFACTURERS 
Factory representative seeks to represent rep- 
utable manufacturer of interior and exterior 
doors, door j , etc. Has established fol- 
lowing Chicago and surrounding terri‘ory. 
Commission a Address Box M-44, Amer- 
ican Lumberman, Inc. 


Direct mill accounts wanted by sales organ- 
ization covering South Texas. Want connec- 
tions _ Shipping quality No. 3 and No. 4 di- 





Plyw 
enced and have enjoyed be 
and have best of references. 
M-22, American Lumberman, Inc. 





MILLWORK SUP’T DETAILER 


men, ears administrative Sastenound, 
_—. Pi - one company. Skilled all 

4 and building materials 

bus'ness an mill ducti of 

stock millwork. Address Box M-51, = 

Lumberman, Inc. 








ars experience in ar- 


hiteasct 


35 year old man, 16 
and 





pector b 
to cover largely New York and New Eng 
Write advis experience and salary exvect- 
ed to start. Address Box M-39, American Lum- 
berman, Inc. 


ASSISTANT MANAGER WANTED 
Should be ble of di blue ts, tak- 
ing off lists and estimating. Some <~ work 
involved. City of —, a most excellent 
agricultural and a 1 community. Excel- 
lent Freie An ssive man. Ad- 
dress an Lumberman, Inc. 





Millwork man who has had cost book A train- 
ing and who has done detailing and billing 
into mill. by o [pene peattion. 
Write: P.O. een, South Dakota. 





SALES MANAGER 
with a bit of spirit ded by 
well sotabliched” indiane retail yard. ‘Most 
know and be x > Reno calee- 

t keyed 
sales and will automa’ increase as ‘ear 
and ay Phare. d . 
an men share in ts. Ideal 

- pret spot for 


himself and the 
fetane. end ee 


SERVICE 
Chicago 39, Mlinois 








HINES 
5355 W. North Ave. 
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en ring design and 
drafting, estimating and price experience, job 
layout, employment and payroll abilities and 
experience. Desire connection with a per- 
manent future and can submit best of ref- 
erences and sample of work. Address Box 
M-46, American Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 





WANTED SALESMEN with following to 

Inland Em Lumber. Idaho White re, 
Ponderosa . Engelmann White Spruce, Fir 
and Larch and Canadian = White 
Spruce, both KD and AD. Can ship highly 
mixed cars, good sized capacity. 


FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 





publish transit lists. Write P. 
3621, Cleveland 1, Ohio. oe ae 


October 19, 1953, 


and boards Douglas & White Fir. 
Commission and wholesale basis. Reply Box 
M-41, American Lumberman, Inc. 


Manufacturers’ Agent, calling on all lumber 
dealers in all sections of Indiana and Ken- 
tucky interested in additional items, building 
specialties or millwork, on commission basis. 
Address Box M-42, American Lumberman, Inc. 


Manufacturers’ Agents, calling on all lumber 
dealers in New York, New Jersey, eastern 
Connecticut, eastern Pennsylvania, Marylend, 
D. C., and Delaware, can handle an addi- 
tional item, builders’ hardware, building 
specialties, or millwork, on commission b-sis. 
Seven men on the road. Address Box M.-45, 
American Lumberman, Inc. 


a be ey ee seeking 
jaar of build hardware prod- 

Have strong "tlelen in Chicago area. 
Must be well rated manufacturer. Address 
Box M-43, American Lumberman, Inc. 








WANTED — RAILS 





RAILS WANTED 
Any “cue 2 — 
w. DYER CO., 
2111-A Railway 4 Bidg., St. ~ 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





RAILS 
Relaying 
and sell all 








Park Bidg. 
> We Pittsburgh, Pa 
105 Lake St., Reno, Nev. 


AMERICAN LUMBERMAN & 








PROMPT SHIPMENT 





BUILDING PAPER 


Glas-Eraft 
Reflective Insulation 
t 


Py Fel 
Nail 2 he Co = . ee 


aterlox 


Seal-All 
Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supperts 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill, 


BUSINESSES FOR SALE 


FOR SALE 
Yard in eastern Nebrask leay - located in 
rich farming communi Comparatively 
small investment will handle. Owner wishes 
to retire, Address Box L-30, American Lum- 
berman, Inc. 














FOR SALE: Complete Planing Mill and Con- 
centration Yard. Priced to sell. Electric and 
steam power, Yates American equipment, 
Band Resaw, One modern —_ a tenant 
homes, Store, New Moore Skilled 
labor has been with the com mpany tor years. 
Address Box M-29, American t rman, Inc. 





Lumber & Builder Supply Yard 
In ideal location—County-seat of prosperous 
agricultural area in Northeastern Pennsy!- 
vania. Annual sales about $100,000. Great 
possibility of building up sales. Ideal for 
owner resident; living quarters on site. Price 


reasonable. Ad ddress Box L-52, American 
Lumberman, Inc. 





FOR SALE 
Well established Lumber — a Mate. 
rial company in fastest grow — A, South. 
east. Reason for selling, failing” health of pres. 
ent owner. About $75,000.00 required, under 
terms favorable to Kmerican taxwise. Answer 
care of Box L-54, American Lumberman, Inc. 


YARD FOR SALE 
RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the LAN R.R. Co. Fi 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
ard and can be increased. Been in business 
or 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 


FOR SALE: yo ~ accounts receivable 
and eq and hardware store 
located in Sentient Louisiana in county-seat, 
in the center of the oil, rice and cattle in- 
dustry. With present inventory will take about 
$50,000. Inventory can be reduced to suit. 
Will lease site. No cash required if satis‘ac- 
tory security furnished. Owner wishes to re- 
tire. —_—— Box M-49, American Lumber- 
man, Inc, 





FOR SALE 
Lumber Yard and Hardware Store. $.W. New 
Mexico, wonderful climate. Owner wnts to 
retire. Right party can buy like rent. Address 
Box M-48, American Lumberman, Inc. 


Established California Hardwood Wholesaler. 
Consistent profit record. Caine, comentantion. 
Excellent standing with trade ishes to sell 
business, devoting time other interests. qual 
interested tial i with 7 
ified lumbermen. Cash required—$300,00 
$400,000 depending assets transferred. Welee 
Box M-50, American Lumberman, Inc. 





For Sale: Lumber and building | material busi- 
ness. Northern Utah agricultural and indus- 
trial town. Long established profitable oper- 
ation by one family. Owner retiring. Address 
Box M-36, American Lumberman, Inc. 





For Sale — City yard in heart of lowa 
corn belt. Price for plant $18,000.00. Stock 
about $40,000.000 at current market prices. 
Address Box L-59, American Lumberman, Inc. 


Buitp1nc Propucts MERCHANDISER 





BUSINESSES FOR SALE. 


og Business in rowing, © _— ty richest 

seretory NE. ~~ Health of 

famil Address Box M-28, Amer- 
yp Be + Fn Inc. 








CONCENTRATION YARD FOR LEASE 


Best locati in Southern Alabama for either 
Hardwoods or Pine. 


amy tely equipped t with office, lead- 

yd private railway spur, dry sheds 
= stack foundations. Top ow nly ready 
to start immediate operation. 





Will lease at low rate to responsible oper- 
ator, one or two years, with option to apply 
rental on purchase price. 

Details on request. 


Reply Box M-35, American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





HARDWOOD CONCENTRATION YARD 


ration and well located in the 
nee ge = main highwa with — 
ee Fe 
personnel, we w 
with NHLA se od inspectors 


pane ny | geod ar gua amber mt <a. 
mtage Poplar an 

ity aon and Oak Owner has a established 
consumer ng ty. wants connection with 
well financed wholesaler. Address Box M-27, 
American Lumberman, Inc. - 





LUMBER & DIMENSION 
FOR SALE 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and simflar 





Kiln Dried Douglas Fir Industria) Clears 
Standard sizes through 16/4 


also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly. 


Al Clements Lumber Co. 
P. ©. Bex 908 
Eugene, Oregon 
Phone 5-3317 TWX EGO49 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
pd pa weights with WCLA inspection 
ce 


CASCADIAN COMPANY, INC. 
Box 12, Eugehe, Oregon Phone 5-6312 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring-——Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





MISCELLANEOUS 








Basswood, 2-color, Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 
R. J. DUMONT CO 
156 Sd. Melrose Ave., Elgin, m. 





FOR SALE: Veneer . All Kinds. 
Worden L' Co. 
P. O. Box 248 
Annandale, Va. 





USED MACHINERY FOR SALE 





NOW ...a NEW POWER Re. 
MAN HOLE DIGGING & TUNNELING. Ask 
about low-priced Super Hole A Matic hole 
digging machines, or Super Hole A Minit at- 
tachments nd —_ oo a woe Skil dealer 
or any - Or write to 
MULTI- MATIC *CORPORAT ON. Box 2143, So. 
Annex, Van Nuys 7, California. 


SAWMILL EQUIPMENT FOR SALE 


Enterprise 26 ft. carriage, 3 adjustable blocks 
with single action ratchet set. 


Enterprise 6 in. Giant cable feed. 


Brownell mill with top saw frame. 2-60" in 
serted tooth saws. 


Rip saw table with 2-16” saws. 

Swinging cutoff saw with 26” saws. 
1—Sawdust conveyor. 

1—Slabwod conveyor. 

1—50 H.P. Westinghous motor with starter 
and fuse box fitted with V belt pulley. 
Lumber cart and track. 


Log cart with winch and track. 


Max W. Fenberg 
Findlay, Ohio 


REBUILT FORK LIFT TRUCKS 


Goings. Model PH 862-130 
6,000 lbs. 


Capacity 1 
Lift 17 ft. 6 in. 


Diesel Power 


Hyster Model RT 150 
Ca ty 15,000 lbs. 


HARVARD EQUIPMENT CO., INC. 
291 Cambridge Street 
Allston 


STadium 20826 


BOOKS FOR SALE 


HANDY ———— CALCULATOH. A 
pocket - manual including a lumber cai- 
culator standard sizes, log rules, esti- 
mated omnes of lumber and uselul miscei- 
janeous lumber tabulations. Price 50 cents. 








THE PROPERTIES AND USES OF WOOD. 
By A. Koebler. dy BR BO 
pan the aye 


soon properties” , its 1 ie ‘uiietion 


See PSS SoLy ME foe 
BUILDING PRODUCTS 


199 MN. Clark St., Chicege 2, ML 
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re RID OF 
‘\ “THE GREMLIN’” 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensation the Air 
with “MIDGET” LOUVERS 





“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales . . . they 
provide additional profit for both the dealer 
and the paint contractor. 


Ventilate all danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 

2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COMPANY 
8 WALL STREET - NORWALK, CONN. 


McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 


The McCloud River Lumber Co, 
McCloud, Calif. 


o~ 


Jy 
VsAlST# 
¢ Atebdddy | 
WESTERN 
SOFTWOODS PONDEROSA PINE 


SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FIR 





Information Offered 
in the Advertisements 


Do you wish detailed information on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue’s advertisements: 


CABINETS, kitchen: Folder; I-XL 
adv’t p. 55 

CABINETS, kitchen: Folders, promotion aids, pocket man- 
ual; Walters Mfg. Co. See adv’t p. 87. 

CLOSET LINING, cedar; Folder, consumer booklet; Geo. 
C. Brown & Co., Inc. See adv’t p. 100. 

CORNERS, metal 
p. 46. 


Furniture Co., Inc. See 


Information; Beadex Sales, Inc. See ady't 

DOORS, flush and folding: Descriptive literature: Wiscon- 
sin Door Co. See adv't p. 85. 

DOORS, shower: Display unit, promotion aids; 
Shower Door Co. See adv't p. 81. 

DOORS, sliding: Catalog; Haskelite Mfg. Corp. See adv't 


p io. 


American 


FENCE, treated wood: Catalog; Wood Products Co. See 

adv't p. 88. 

FENCE, wood sooklet; tusticraft 
p. 101, 


FLOORING, maple: Descriptive literature; Robbins Floor- 
ing Co, See adv’t p. 81. 


Fence Co, See adv't 


FURNITURE FRAMES, metal: Sales aids; 


Angelus Wrought 
Iron. See adv’t p. 94. 


GLASS, window: Sales aids; Libbey-Owens-Ford Glass Co. 
See adv't p. 25 
GLASS, window: illuminated sign; Pittsburgh Plate Glass 

Co See advy't p. 54. 
GLASS BLOCK: Descriptive information; 


Kimble Glass Co. 
See adv't p. 61. 


HARDBOARD, perforated: Descriptive 
Industries Inc. See adv't p. 90. 

HARDWARE—cabinet latches: Descriptive literature; Lab- 
oratory Equipment Corp. See adv't p. 97. 

HARDWARE—door locks: Sales aids 
& Erwin Div., American Hardware Corp. See adv't p. 11. 

HARDWARE—hinges, pulls Counter display; American 
Cabinet Hardware Corp, See adv't pps. 23-24. 


literature; Woodall 


and catalogs; Russell 


HARDWARE—hinges: Display unit; Stanley Works. 
adv’t p. 98, 

INSULATION, reflective: Contest 
Kimberly-Clark, See adv't p. 67 

INSULATION, spun blanket: Sales aids; 
See adv’t p. 37 


LUMBER, treated sjooklet; American Lumber & Treating 
Co See adv't p. 93 


See 


§ 
information, sales aids; 


sSaldwin-Hill Co 


PICKET CUTTER Information; H. A. Schubert Co See 
adv't p. 91, 

PLYWOOD: Samples; Ready Lbr. & Plywood Co. See 
p. 97. 

PLYWOOD, fir: Christmas sales kit; 
Assn. See adv't p. 17 


adv't 

Douglas Fir Plywood 

PLYWOOD, fir: Counter display, promotion kit; U.S. Ply- 
wood Corp. Sée adv'’t pps. 42-43 

RANGES, electric, built-in: Descriptive information; Thor 
Kitchen Planning Center, See adv't p. 39. 

ROOFING, aluminum: Sales aids, information; Aluminum 
Co. of America. See adv't p. 70. 

SASH BALANCE: Literature, sales aids; Pullman Mfg. Co 
Corp. See advt p. 86. 

SCREENS, tension, self-adjusting: Consumer folders, pro- 
motion kit; Columbia Mills, Ine. See adv't p 

STANDARDS, metal: Catalog; Anderson Products Mfg. Co 
See adv't p. 66 

TILE, linoleum: Display unit information; Congoleum-Nairn, 
Inc. See adv't p. 9. 

TILE, wall, plastic: Sales aids, catalog; Hachmeister-Inc 
See adv't p. 9% 

TOOLS, masons’: Bulletin and catalog; Goldblatt Tool Co. 
See adv't p. 89 

TOOLS, power: Christmas promotion aids; Delta Power Tool 
Div., Rockwell Mfg. Co. See adv't p, 95. 

TOOLS, power Descriptive literature; DeWalt Ine. See 
adv't p. 31 

TOOLS, power: Circular; Tannewitz Works. See adv't p. 97. 

TRUCK BODY, roll-off: Catalog; R-B Co. See adv’t p. 93. 

TRUCKS, fork-lift: Catalog and Movie; Clark Equipment 
Co. See adv't p. 63, 

VENTILATING FANS: Display unit, sales aids; Miami Cab- 
inet Div., Philip Carey Mfg. Co. See adv’'t p. 15. 

WINDOWS, combination: Literature, samples; Hargrove Co. 
See adv't p. 97. 

WINDOWS, wood: Booklet; Carr, Adams & Collier Co. See 


adv't p. 47. 


Advertisers’ Index appears on Page 78 
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“Over the past twenty years I’ve found out one sure thing,” 
reports Abe Deutscher. ““The Richmond line always brings a big 
bonus in related item sales .. . and the combination of Snap-Ty 
and related sales makes the Richmond agency a mighty profit- 
able one! We started selling Richmond Snap-Tys in the bottom 
of the depression and they’ve sold good and steady all along— box, size for 8” wall 
building up to our present $80,000 sales volume. is $7.87 F.0.8 


Richmond Snap-Tys 
are packed 100 to the 


New York City or 
“The Richmond agency has given us an automatic entree to St. Joseph, Mo. Sizes 
many of the best and biggest contractors around here—and that’s for thicker wells 
never bad for business! er ee 


“Another thing,” says Mr. Deutscher, “in our book Richmond 
is a top outfit to do business with—thanks to their clean-cut sales 
policy and sales help.” 


Are you interested in a standard masonry item that brings you a good 
profit plus sizeable related item sales? For further information on the 
Richmond agency, write Richmond Screw Anchor Co., i 

Inc., 818 Liberty Ave., Brooklyn 8,N.Y.,or 315 South = 9 


= 
~ 
Y 


4th Street, St. Joseph, Mo. Rees a oe 





“They're a basic necessity for contractors” 


says Mr. Deutscher 





mn 
| Everybody who pours concrete is a prospect— 
¥ because the Richmond Snap-Ty is the least ex 
pensive way of forming. Wood forms Snap-Tyed 
\, together can be set up and stripped about 50% 


big cost gain! When o contractor starts with 
Snap Tys, he keeps right on using them. That's 
why our Richmond business has grown so stead 
ily over the past twenty years.” 


faster than steel panels...and that's a mighty 











RICHMOND GIVES YOU: KNOW-HOW . .. DEPENDABILITY . . . SERVICE 


Burttpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 79) 





15.000 DEALERS 
CANT BE WRONG ! 


| screen cloth won’t rust, corrode or stain... 
needs no protective painting . . . is quick and easy to 
install. Every day, Lumite wins new friends in new con- 
struction and in the replacement market with home 
owners everywhere. Why not order Lumite now and win 
new friends for your store? 


LUMITE™ 


- CLOTH 
aan Se) 


*Registered Trade-mark 





